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WESTERN (JNDERWRITER 


C&G WITH WHICH IS COMBINEDB]_ AC K4*° WHITE ESTABLISHED 1890 


Published Weekly and Covering the Middie—West. 


-_= YEAR. CINCINNATI AND CHICAGO, THURSDAY, SEPT. 28, 1899. {GSoatea cops 


10 Cents a Copy: 


INCOBPORATED 1819. 
The Leading Fire Insurance Company of America. CHABTER PERPETUAL. 


4ITNA INSURANCE CoO. 


E. O. WEEKS, Vice-President. 


WM. H. KING, Secretary. WM. B. CLARK, President. eg j Assistant Secretaries. 





ital. - x - SS SL > ie YR? Se, Northwestern Branch, ) WM. H. WYMAN, Gen’! Agt. 
- ig - peat a - |: a= Omaha, Neb. { W.P.HARFORD, Ass’t Gen’! Agt. 
aS ssets, - - - 
ee = Pacific Branch, ) BOARDMAN & SPENCER, 
as 7: . 8,516,774 70 x San Francisco, Cal.) General Agents. 
Net Surplu, - - - 4,808,846 75 Le. \ 
Sees Paid in 80 Years. - 88.197.749 39 @ ah Intand Marine ) CHICAGO, ILL., 145 La Salle St. 


Department. } New York, 52 William St. 


Western Branch: 


ewe KEELER & GALLAGHER, General Agents. 


A NEW YORK 
OR OTHER LARGE CITY CONFLAGRATION 


would ruin many companies. Agents having ruined or doubtful companies would lose busi- 
ness, as the property owners would at once insure with companies of unquestioned standing. 

Place your business with the CONTINENTAL and your customers have absolute pro- 
tection—guaranteed by financial strength, conservative lines in all conflagration districts, 
and the operation of the N. Y. Safety Fund Law with which the CONTINENTAL has 
voluntarily complied, making its policy 


“CONFLAGRATION PROOF.” 


CHICAGO AND BOSTON CONFLAGRATION LOSSES PAID IN FULL. 


You will never have to apologize for a Continental policy. 


PRINCIPAL OFFICE: 46 CEDAR StT., N.Y. WESTERN DEP’T: RIALTO BLDG., CHICAGO, ILL. 


surplus to Policy Holders, $3,1 83,7 5 7.88 D. W. C. SKILTON, Pres’t. J. H. MITCHELL, Vice-Pres’t. 


EDW. MILLIGAN, See’y. JOHN B. KNOX, Ass’t See’y. 
TOTAL LOSSES PAID, 


OVER FORTY MILLION DOLLARS. ——T Bo i= 


Western and Southern Department, 


S. W. COR. RACE AND GEORGE STS. 
Cincinnati, ©. 


; pee ‘ . TW . 
CASH CAPITAL, TWO MILLION DOLLARS. ™@°P 2%) asvoerisaw shits ~~ - SO 
Outstanding Losses, $ 318,703.92 Reinsurance Reserve, $2,008,945.91 


Assets, =... 5,511,407.71 Net Surplus, . . —1,183,757.88 AGENCIES IN ALL CITIES AND TOWNS. 

















bo 


THE WESTERN UNDERWRITER. — 


—————— ee eeneecomeeen —_— 


Columbia Cooper 
INSURANCE COMPANY ‘Fire Insurance Company 





OF DAYTON, O. OF DAYTON, O. 
CONFINES ITS BUSINESS TO OHIO. 
E. M. THRESHER O. I. Guncxet, | W- P- CALLAHAN, C. D. MgEap, Cuas. W. SCHENK, 
President. = Secretary. : President. Vice-President. Secretary. 


1899 “owwest nue west” = | Cincinnati Underwriters 


COMPOSED OF 


| 1829 29 CINCIN NATI EUREKA | SECURITY 





then and Marine Insurance Co. | Fire Insurance Company, 
7 79 INSURANCE COMPANY. ORGANIZED 1864. ORGANIZED 1881. 
ie : CAPITAL $100,000. ASSETS $290,182. | CAPITAL $150,000. ASSETS $271,759. 
SURPLUS $191,199. SURPLUS $186,910. 
RB. T. Bonsell, Pres. L.L. Townley, Sec’y. P. W. Cadman, Gen. Agt. | siitiads aii Gana ieumen, oo ibieten 
CINCINNATI. F. A. ROTHIER, President 


ADAM BENUS, Secretary. Cincinnati, Ohio. 


1851. 18sS3°2. 16851. 18s. 


FIRE UNDERWRITERS AGENCY \ iT ION Ne Le bg 








National Insurance Company, OF CINCINNATI, OHIO. 
pi uyoeanacay General Insurance — State of Ohio Only. 
GENERAL INSURANCE---STATE OF OHIO ONLY. Pe ph ee 
G. W POHLMAN, E. W. BURNET, inne “ gucedeial 
GARDNER E. MEEKS, State Agent, apace GARDNER E. MEEKS, State Agent, 
Columbus, Ohio. Columbus, Ohio. 
An Onio Company. CHARTERED 1836. A CINCINNATI COMPANY. 
—_— THE 


WASHINGTON [letchants and Manufacturers 


INSURANCE COMPANY, 


FIRE 
INSURANCE COMPANY of Cincinnati, 0. Cincinnati. 
PAID-UP CAPITAL, - - $150,000.00 CHARTERED i838. PERPETUAL. 
was BEEN IN CONTINUAL orenaTiON 63 WEARS, Caplint = + 9190900. areets = gareen4 
ACENTS WANTED IN OHIO. WILLIAM H. CALVERT, President. WINFIELD S. HUKILL, JR. Sec'y. 
NAT'L HENCHMAN DAVIS, President. E. F. WEISS, Vice President and Secretary. 131 East Third Street. Telephone 787. 





OhioFarmers Insurance Company 


LE ROY, OHIO. 











Fire, Lightning and Tornado Indemnity. 


Carefully invested Assets on January Ist 1899 of $1,079,742.33, reserved 
as follows for the protection of policy-holders : 


Bee SFR ee a eT re ee ee ee $880,810.06 
Reserve for ‘Losses and all other Liabilities, . ......-. 77,465.73 
Net Cash Surplus od Ae oe he Rd Ne ce AS nl pe 121,466.54 


Total, . . 4  $1,079,742.33 


" JAS. C. JOHNSON, PRESIDENT 


O. 8. WELLS, SecrRETARY ———_ORCANIZED IN 1848. 
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J. W. CHAMPLIN, presivenr. W. FRED MCBAIN, sec’y ano manacen. | 


MICHICAN’S a. 
LEADINC COMPANY. 


GRAND 
RAPIDS 
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FAIR TREATMENT § xd. 


is always accorded both 
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FIRE INSURANCE| 
COMPANY, 


GRAND RAPIDS, MICH. 




















ADVANCED AGENTS AND POLICY-HOLDERS 

by the management of the | 
IDEAS #.% 2% : 
have a place in policy con 7 e UNION MUTUAL ed * | 
tracts, which are con- t 
stantly kept in line with { 
insurance progress. a, Life Insurance Company, | 
GOOD TERRITORY * PORTLAND, MAINE. 


AWAITS GOOD AGENTS FRED. E. RICHARDS, PresioENT. 


ARTHUR L. BATES, vice-PReEsioENT. 


aneees THORNTON CHASE, Su/f/., 8’ Adams Street, Chicago, II1. 
voltae | DSON D. SCOFIELD, Suft., 1110 American Tract Society Bldg., 
— 150 Nassau Street, New York City. 
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1860. -THE—— 1899. 


UNITED STATES LIFE INS.CO. 


IN THE CITY OF NEW YORK. 


es 








* All Policies now issued by this Company 
contain the following clause: 

“After one year from the date of issue, 
this policy shall not be disputed, provided 
the premiums are duly paid.” 

During 1898 the Company made material 
increase in income, assets, and surplus ; 
and can thus claim a substantial gain in 
the most important elements of safety 
and progress. 

All death claims paid WitHovT Dts- 
COUNT as soon as satisfactory proofs have 
been received. 


Active and successful Agents, wishing to | 
ent this Company, may communicate | 


RICHARD E. COCHRAN, 3d Vice-Pres., 


at the Home Office, 261 Broadway, New York. i 





OFFICERS: 
GEORGE H. BURFORD, - PRESIDENT. 
Gro. G. WILLIAMS, - - Vice-President. 
C. P. FRALEIGH, - - 2d Vice-President. 
Ricn’pD E. CocHRAN, - 3d Vice-President. 
A. WHEELWRIGHT, - - - - Secretary. | 
J... Kenway, - - Assistant Secretary. | 
Wn. T. STANDEN, - - - Actuary. 
ARTHUR C. PERRY, - Cashier. 


JoHN P. MUNN, - - - Medical Director. 


FINANCE COMMITTEE: 
Geo. G,. WILLIAMS, Pres. Chem. Nat. Bk. 
JOHN J. TUCKER, - - - - - Builder. 
E. H. PERKINS, JR. - 
Traders’ Nat. Bank. 


sdemanten PLUM, - - - - - Leather. 





Insurance Company 


EXTENDED INSURANCE, 

PAID-UP VALUES AND . 

LOANS ATS PERCENT. . 
Agents Wanted in Unoccupied Territory. 


THE NEW POLICY GUARANTEES 


NEW YORK. 
Henry B. Stokes, Pres.; J. L. Halsey, 
Vice-Pres.; H. ¥. Wemple, 24 V.P ; W.C. 
Frazee, Sec ; J. H. Giffin, Jr., Ass’t Sec.; 
M. W. Torrey, Actuary ; Dr. W. B. Lane, 
Supt. Agencies. 


R. P. WOODS, Mgr. for Ohio and Kentucky, = W. 4th St., Cincinnati, 0 
- MORRELL, ‘Mgr. for Northern Minois, Chicago. 


MUTUAL LIFE 


GEO. W. MORRIS, President. 
WM. W. MORRIS, Secretary. 


Home Office, - 
Assets December 31st 1898 
Surplus, 4 per emt... 
Surplus, 4% ere 
Total Death Claims and E 


INSURANCE Co. 
OF KENTUCKY. 
Incorporated 1865. 

W. W. HITE, Vice-President. 

DAVID MERIWETHER, Treas. 

- Louisville, Ky. 
ee rere ere $2,839,920 30 
167,392 64 


,000 in Bonds deposited with the State Treasurer for the 


8: 
Benefit of all Policy-h 
and approval of proot of death. 


olders. All claims paid promptly upon receipt 


ROBERT SIMPSON, State Agent Ohio, and Kenton & Campbell Counties, Ky. 


Pike Building. - 


CINCINNATI. OHIO 


¢. F. WHIPPLE, General Agent, 715 The Cuyahoga, Cleveland. 


Pres. Importers’ and | 


ai 335,800 00 | 
Endowments Paid.. SRE Seem tee a 3,038,399 64 


NO OVERHEAD WRITING. 


== LANCASHIRE “*'%onpany 


MANCHESTER, ENCLAND. 
DIGBY JOHNSON, General Manager. 


TOTAL UNITED STATES ASSETS 


$2,345,389 
NET SURPLUS 


583.331 


Agents desiring to represent THE LANCASHIRE, address the 
Special Agents, or 


WESTERN DEPARTMENT, 
218 LA SALLE Sr., CHICAGO 


CHAS. B. CILBERT, Manager. JAMES C. CORBET, Ass’t Manager. 
H. M. GIBBS, Special Agent Ohio and Ww. Va., - Columbus, O. 
H. M. WARDLE, Special Agent Michigan, - - Detroit. 


GERMANIA comenny. 
COMPANY... 


62 and 64 William Street, Cor. Cedar, NEW YORK. 


Statement, January 1, 1899. 
Cash Capital 


$1,000,000.00 

Reserve for Unearned Premiums 1,506,907.40 
Reserve for Losses under Adjustment 77, 01.11 
Reserve for all other claims 35,823.11 
Net Surplus 2,093,713.39 
Total Assets $4,713,945.01 


HUGO SCHUMANN, President. 
CHARLES RUYKHAVER, Secretary. 
GusTAvV KEenR, Ass’t Secretary. 
WESTERN DEPARTMENT, 
E. G. HALLE, Manager, Royal Insurance Bidg., Chicago, Ill. 
H. W. CLAYTON, State Agent, Troy. 0. 


THE AMERICAN FIR 


Fr. VON BEENUTH, } 


Vice-Presi s 
Gro. B. Epwarps,/ * “**T€® dents 


INSURANCE 
COMPANY, 


Philadelphia, Pa. 


Americanus Sum. 





CASH CAPITAL, - . . 
Reserve for Reinsurance and all other claims, - 
Surplus over all Liabilities, - - . 


TOTAL ASSETS, JAN. 1, 1800, $2,710,727.67. 


THOS. H. MONTGOMERY, President RICHARD MARIS, Sec’y and Treas. 
WM. B. KELLY, Genl. Manager. WM. F. WILLIAMS, Ass’t Sec’y. 


NELSON B. JONES, CHARLES L. HECOX, 
Special Agt. for Michigan, Lansing, Mich. Special Agt. for Ohio, Columbus, Ohio 


INCORPORATED 1866 


GERMAN INSURANCE CO. 


OF FREEPORT, ILL 
The Largest and Most Successful Fire Insurance Company in the West. 


Assets, January 1, 1899 

Cash Capital. . 

Reserve for Reinsurance 

Reserve for Losses 

Reserve for all other Claims 

NET SURPLUS .. 

Cc. 0. COLLMAN, Pres. WM. TREMBOR, Sec. 

HENRY BAIER, V.-Pres. F. M. GUND, Ass’t Sec. 
D. B. SCHULTE, Treas. 


Ohio State Agent, THOS. H. SMITH, Dayton, O. 


THE OHIO GENERAL AGENCY 


COMPOSED OF 


GRAND RAPIDS FIRE INSURANCE CO. - - - of Grand Rapids, Mich. 
UNITED STATES FIRE INSURANCE C0. - - of New York, WN. Y. 
ALLEMANNIA FIRE INSURANCE CO. - - of Pittsburgh, Pa. 
AMERICAN FIRE INSURANCE CO. of Newark, N. J. 


A. K. MURRAY, General Agent, 


Offices: Swift Building, 
Agents wanted at desirable points. 


8 500,000.00 
- 1,705,994.25 
504,733.42 





$3,424,350 23 
200,000 00 
1,716,176 58 
88,568 69 
39,879 62 
1,379,725 34 








CINCINNATI, OHIO. 

















THE WESTERN UNDERWRITER. 


roviden Savings © ife 


Aissurance Docie yg 


OF NEW YORK. 


L DwarRD VW. Scot 7, PRESIDE NT. 


‘Vue Best Gompany ror Poucy Howers ann Accents. 


Successrut Acents,anoGentremen Secwing Remunerative Business ConnecTions, 
may Appiy to tHe Heao Orrice.or any or THe Society's Generar Acenrs. 


Te Union Central Lite Insurance CO. POY YAG AA wis so as 


First Mortgage Bonds deposited 





| 
CINCINNATI, OHIO. with the State of Iowa. 


Eg ei 
ASSETS, JANUARY 1, 1899, ...............0...- $21,048,198.30 | oe 
Se Ea eee 2,836,252.59 | A SOLID WESTERN COMPANY. 


No Fluctuating Securities — Largest Rate of Interest — 
Lowest Death Rate. — Endowments at Life Rates 





and Twenty Payment Guaranty Policies Specialties. | | N Ss U R A N Cc E ni ae enn aor aes 
Large and Increasing Dividends to Policyholders. | COMPANY. —_— 
Desirable Contract and Good Territory open for Live Agents. | — GENERAL OFFICES, 
JOHN M. PATTISON, President. Cc. E. MABIE, PRESIDENT. 205 La Salle St., CHICAGO, LLL. 


ORGANIZED 1851. 
™ AETNA LIFE ‘accom “°° PHOENIX : 
TN ‘A I of Hartford, Conn. 


GIVES RESULTS IN 


LIFE, TERM and ENDOWMENT INSURANCE 
WHICH ARE UNEQUALED. | 


zu a0 ne LIFE, ACCIDENT AND HEALTH INSURANCE | 




















World writin | INSURANCE COMPANY, . OF HARTFORD, CONN. 
shied January 1, 1899 ¢ $50, 227,020.81 oe : ; ie — 
Riehiiittes (| 42,981,968.79 | issues the most popular forms of life insurance 
aioe $7.045.052.02 contracts of any company in the world. For ter- 

Oe ce anak dre GP WWiee erga wie at? a2.Ur . if 
P ew ritory, liberal terms to agents and sample policies, 
Efficient, active men are desired by the 4tna Life Insurance Company to canvas | 5 

for Life and Accident Insurance. Address the Company. ADDRESS, 

MORGAN G. BULKELEYV, President. | JULES GIRARDIN, Gen. Agt. for Ill., - The Temple, Chicago, Ill. 
fm Gmaent, Asst Bey. wc. Taman bat awe. | ROB’T N. FRYER, Gen. Agt. for Sou. Ohio and Ky., - Cincinnati. 


G. W. RUSSELL, M.D., Medical Director. 
Jas. CAMPBELL, M. D., Medical Director. 


FOX & NIELSEN, Gen. Agts. North. Ohio, Garfield Bldg., Cleveland. 


The Cincinnati Life ssaciation. | Reeth | 
Gincinnall Life Assocation. pe WiTTUAL LIFE BARNS 


CINCINNATI OHIO OF PHILADELPHIA, PA. 


SURPLUS, . . . «2 eo « « 4,498,074.22 
STIPULATED PREMIUMS ARE SMALL AND EASY T0 PAY HE PENN is purely MuTvAL. Insurance is furnished at exact cost. Its factors— 
' i] mortality, interest and expense —have all been highly favorable in this company. 
—_- Money advanced to the widow immediately upon the death ofa All policies are NON-FORFEITABLE for reserve value, the latter being applied to 
; : | “ ExTENSION” or to ‘‘ PArD-Up,” as may be desired. Its policies are free from techni- 

member, to pay expenses of Sickness, Burial, and other needs. “og ana , y be desirec polic 


calities and become INCONTESTABLE for any cause after Two years. 


, . . . GROSS ASSETS, . . . . « « $35,565,222.96 
$100,000 accumulation for security of policy-holders provided for by law. | : , $35,565, 5 
| 
| 
| 





BETTER CONTRACTS FOR AGENTS THAN ARE OFFERED BY 
ANY OTHER COMPANY OR ASSOCIATION IN OHIO. 
ADDRESS 
J- H. GRAY, Secretary and Manager. | 
Or WM. CHOLMONDELEY, Sup’t of Agencies. 


HARRY F. WEST, President. 
GEORGE K. JOHNSON, Vice-President. HENRY C. BRowN, Sec’y and Treas. 
JESSE J. BARKER, Actuary. JoHN W. HAMER, Manager lL, oan Dep't. 
H. C. Lrpprncott, Manager of Agencies. H. H. HALLOWELL, Ass’t Sec’y and Treas. 


J. W. IREDELL, JR., Gen’l Mgr., Cincinnati. 
F. A. KENDALL, Gen’l Agent, Cleveland, 
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Svecessor to 


THE OHIO UNDERWRITER. 


With which is combined 
BLACK AND WHITE—Established isso. 
PUBLISHED EVERY THURSDAY. 
$2.00 Per Year. 10 cents Per Copy. 
With Monthly “Life Underwriters’ Supplement,” com- 
bination rate, $3.00 per year. 








c. M. CARTWRIGHT, 
Managing Editor. 


E. JAY WOHLGEMUTH, 
Manager. 
THE WESTERN UNDERWRITER CO., 
‘ PUBLISHERS, 
164 LaSalle Street, 
CHICAGO, ILL 








Z#tna Building, 
CINCINNATI, OHIO. 
Printed at Cincinnati. 





ENTERED AT THE CINCINNAT! POST OFFICE AS SECONDO-CLASS MATTER. 








‘To BE or not to be, that is the question,’’ is 
the problem before the local fire insurance agent 
on the commission question. 


UNION COMMISSION RULE. 

Naturally enough, the chief topic of conver- 
sation among local fire insurance agents is the 
new system of graded commissions adopted by 
the Union. There are several interpretations 
placed upon the rule which may cause some 
embarrassment. For example, the inference to 
be drawn from the circular of Manager Eustis, 
of the Manchester, is, that all agents who have 
been receiving only 15 per cent from their com- 
panies, even if some of them have been non- 
union, would receive the new compensation— 
that is, that all strictly 15 per cent agencies 
would be rewarded. The rule passed, however, 
seems explicit enough to cover this. It states 
the basis of compensation is 15 per cent except 
in purely union agencies. A union agency 
sharing an office with or financially interested 
in a non-union agency is not entitled to graded 
commissions. Some of the constructions aris- 
ing will cause some dispute. Many agents, and 
several union specials, state that the time set 
for the new regime, October 1, is too near at 
hand, as it will not give agents time to readjust 
their business and arrange to take care of it, if 
they desire to resign their non-union companies. 
The time set is not arbitrary, the agents being 
allowed to act at any period. Several agents 
believe that the Union has been unfair in offer- 
ing a reward for “loyal agents.’’ They state 
that they have been just as ‘‘loyal,’’ and often 
more so, than those that will receive the graded 
system. Agents that have but one or two out- 
side companies will likely resign them, but it 
seems to be the prevailing opinion that a major- 
ity will wait and watch results, this being par- 
ticularly the case when companies are more 
evenly divided. Agents in Ohio representing 
the Ohio Farmers, and those in Ohio and other 
states having non-union companies writing farm 
risks, will cling to them. Some non-union 
companies have seemingly forecasted the union 
action, and have been landing in these agen- 
cies. A few of the large non-union companies 
have given explicit instructions to their field 
men to get business at any price if they are 
forced out of an agency. If this be done, it 
will not be a course to gain the good will of 
the local agents at such a point. 

The members of the Union take the ground 
that the organization was in desperate straights 
and required heroic measures to treat it. The 
fear was felt that unless a radical step was taken 
the Union would be disrupted, and hence the 
breaking away from the old 15 per cent plat- 
form. The graded system seemed to be the 


wisest and most efficacious move. Doubtless 
separation is the ultimate end of the present 
move, if it proves successful. A sentiment of 


this kind has been constantly and rapidly de- 


veloping in union ranks, as being the true solu- 
tion of the problem of non-union competition. 
The Union members contend that there will be 
no compulsion in the new arrangement, the 
choice being left with the local agent. If he 
has only union companies or resigns his outside 
companies, he will be given advantage of the 
graded commissions; otherwise, the old arrange- 
ment will continue. 

REFEREE THOMAS B. REED, of the Anti- 
Rebate Compact, sees his ‘‘ job’’ passing into 
oblivion. 


OHIO LOCAL AGENTS’ MEETING. 


The meeting of the Ohio Association of Local 
Fire Insurance Agents, at Cleveland last week, 
was notable for one feature, viz., the members 
meant business and did not attend for pleasure. 
They realize that by organization, acting as a 
unit, they can accomplish something. The lo- 
cal agent has a more exalted standard of ethics 
than most companies accredit him. He is not 
in the business solely for the dollar, but he car- 
ries with him ideas of right and wrong; of jus- 
tice and injustice; of correct practices and in- 
correct methods. As a general rule the legiti- 
mate agent divides his business according to the 
deserts of each of his companies. He treats 
them fairly, and he expects reciprocal methods. 
It was such a body that assembled at Cleveland, 
men who were determined to advance and pro- 
tect their business. Companies persist in ap- 
pointing every Tom, Dick and Harry for an 
agent in the insatiate desire to obtain premiums. 
Many agents are taking companies solely to 
keep them from the hands of the “side issue ’’ 
man, and thus be able to control the situation 
for better practices. The agents were not radi- 
cal in their action. They were frank in their 
statements, but desire to walk hand in hand 
with the companies to maintain the ethics of 
local underwriting. The agents to-day are the 
bulwark of the business. They are at the storm 
centers, in the smoke of the battle, and can 
wield the scepter. The idea to be kept in mind 
now is the work to be accomplished at the next 
session of the Ohio Legislature. Each agent 
has a duty to perform, and that is to urge his 
representative and senator to support the meas- 
ures that the legislative committee will suggest. 
The agents will be notified concerning these 
measures, and different arguments will be ad- 
duced in their favor. 

The local agents have it in their power to con- 
serve the agency system and to strengthen it. 





THE Ohio field men have decided to allow 
blanket policies to remain during the cold 
weather. 


TOUCHING WAIL FROM HARTFORD. 


The J/usurance Journal, of Hartford, amid 
scorching tears, laments as follows: 


The Insurance Journal would gladly accept the invi- 
tation to attend the thirtieth annual meeting of the Fire 
Underwriters’ Association of the Northwest, but it will 
be impossible to do so. The fact is, the editor, Mr. War- 
ren Hayden, is off on a three weeks’ vacation, and will 
not return until October ist. It therefore falls to the lot 
of the secretary to see that enough “‘ copy "’ is furnished 
the printer to make up a number of 7/e Journal, As it 
is work entirely out of the line of the secretary and 
treasurer, indulgence is asked of the readers. A friend 
of the late H. R. Hayden is helping us out in editorial 
but it is the miscellaneous matter that bothers us. 


This is one of the most deplorable dilemmas 
that could possibly befall the lot of a well-reg- 
ulated newspaper office that possesses an office 
boy, a sanctum cat, anda paste pot. The lack 
of ‘‘ miscellaneous matter ’’ means disaster, and 
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Col. Warren Hayden should hie himself back 
to Hartford from his camp. We can imagine 
the secretary and treasurer, fresh from the busi- 
ness end of the enterprise, sweating life blood 
in his vain search for *‘ miscellaneous matter.’’ 
The miscellany famine in New England may, 
like an octopus, spread its grewsome claws to 
regions west. Sparethe day. Colonel Hayden, 
the great and original ‘‘ miscellaneous matter ’’ 
hero of the Western Continent, should be sum- 
moned at once to his fig tree, and save the day. 
With commissions increased in the west, rates 
falling, fires increasing, a ‘‘ miscellaneous mat- 
ter’’ drought in Hartford, the future only thun- 
ders evil forebodings. 


A Business Call. 


Mr. EpIToR—Say, but de G. A. is a regular 
peach of de Chauncey brand, when it comes to 
doing de jolly. He must a been friendly wid 
de inventor of de josh dope. De udder day a 
guy comes inter de office wid a make up dat if 
it hadn’t been summer yer’d a thought he was 
Santa Claws, Just as I was about to tell him we 
was out of gold bricks, he tells me he was our 
local agent. I walks him to de G. A.’s desk, 
who tells him he’s delighted to see him, and 
asks him to have a chair; but de agent says he 
hasn’t time to sit down, This seems to please 
de G. A., and he gets up and tells de agent how 
well he’s lookin’, at de same time pullin’ out his 
watch, and remarks in a careless way, dat he’s 
just about to leeb to attend a meetin’. I guess 
de agent was long on minutes, because de re- 
marks of de G. A. never touched. About thirty 
minutes after, de G. A. calls me, hands me a 
piece of paper for de exam.; on it was wrote, 
‘‘who t’ll is dis feller?’? De exam. writes back 
‘**dat’s Mr. Pike, our local agent at Hazelville; 
small biz., but all preferred--premiums in seven 
years $6,200--losses $1,340." De G. A. on 
readin’ dese words, blows de local to a cigar 
out’er his domestic wrapper box, and goes to 
de exam. and says: ‘‘for heaven’s sake fake me 
a telephone message, so as I can cut loose from 
dat local agent.’’ Den he goes back to de local 
and commences to tell him about how he had 
just dictated a letter to him dat very morning, 
thanking him for de splendid biz. he had favored 
de company wid, but his visit gave him de op- 
portunity of doing dis pleasure, and therefore 
he would tell de stenog. not to write dat letter. 
So to do the G. A. a favor I tells Mamie (she’s 
me frend, the stenog.) dat Pike, de Hazelville 
agent, wasin de G, A.’s office and she needn’t 
write him de letter. ‘‘I never write what I 
don’t get dictation for,’’ says Mamie. ‘‘Didn’t 
de G. A. tell yer to write Mr. Pike?’’ says I. 
‘*No he didn’t,’’ says Mamie. ‘‘Well,”’ says I, 
“why did deG A. give him dat fairy tale?’ 
‘Just because,’’ says Mamie, ‘‘he’d nothin’ 
else to do.’’ Well, anyway, in a few minutes 
de ’sistent walks to de G. A. and says, ‘General, 
de chairman of de disagreement committee has 
just telephoned dat dey have been waiting 
thirty minutes for you.’’ DeG. A. gets bizzy 
and, in working de piano pedal in his voice, 
tells de local dat he would give a few months 
off his life if that committee wasn’t in 
session, so’s he could spend de balance of de 
day wid his Pikes, and den Pike tells him how 
he knew de G. A. was busy every minute, and 
dats de reason he only wanted to look in and 
pay his respects. De G. A. den gets a friendly 
half-Nelson on de local’s shoulder and keeps a 
shoving him to de door. After he gets Pike 
out for shure, he tells de assistant dat de next 
time dat ‘‘time killer’ calls, to work de hurry- 
up telephone call during de first ten minutes of 
de dear agent’s visit. I tells Mamie dat de 
G. A. is a brick wid a gilt edge. 

OFFICE Boy. 
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SEEN FROM CHICAGO. 


THE UNION’S BATTLE. 

The Union is engaged in the most decisive 
battle of its existence. The members are up 
against the ‘‘ realthing’’ now. Heretofore the 
Union has been a plodding, indifferent organiza- 
tion, pledged to nothing in particular but uni- 
form commissions of 15 per cent. For the pro- 
tection of its own members the organization has 
been forced to desert the plan for a system of 
graded compensation carrying with it a form of 
separation optional with the agents, It openly 
stated that the plan will be made to go or the 
Union will go with the plan. There is a fever 
in the air that portends ill for the members who 
are lukewarm and do not enter into hearty sym- 
pathy with the movement. 
or never, and this the leaders of the movement 
realize. American and foreign companies have 
joined hands to force the issue. They claim 
their contemporaries have waxed fat from the 
system of pernicious inactivity heretofore char- 
acterizing their policy. Now that the vital step 
is taken, union managers realize more than 
ever that it should have been made the key to 
the situation years ago. Then to turn the tide 
would have proved an easy task in comparison 
with the work now. Union men are going on 
the theory that itis better late than never. It 
is idle to say that the non-union companies are 
not presented with a proposition before which 
the situation of the last ten years pales as an 
idle dream. The larger companies of this class 
put on a bold front, but the smaller competitors 
feel the shock of the radical departure and are 
squirming under it. They protest against the 
‘‘imposition,’’ and are pleading with agents to 
protect their interests. Circulars are going to 
agents by the thousands. They are of the plead- 
ing class mostly. Unionism for the last decade 
has bred competition. New companies sprung 
into the field to trade upon a business bought 
by a commission slightly in excess of the usual 
flat 15 per cent. The agent looked twice at the 
difference between $25 and $15 income, and 
placed as much of his business as he dared with 
the newcomers. They throve. Now the Union 
will not associate with these ‘‘ old cronies,’‘ and 
they feel like a half-drunken man thrown from 
a saloon on a cold winter night. They hardly 
know which way to turn. Apparently there is 
“no place togo’”’ buthome. Union companies 
expecting to make the new rules operative in a 
moment are wide of the mark, Many agents 
who at first will refuse to separate from their 
union and non-union companies will later 
knock at the graded commission door. The 
union companies carry the gross business. 
Agents will finally realize the force of their po- 
sition and make an election in self-defense. 
Special agents are not in sympathy with the 
union movement in the broad sense. They see 
that it will disturb the business, and find flaws 
in the doctrine of separation that would appall 
the framers of the rule. Agents, at first blush, 
not seeing the far-reaching effects of the legis- 
lation, are unfavorable. The special agent, to a 
wide degree, takes his cue from them. He must 
see with the eye of the agent to protect his pop- 
ularity. The rules will not be enforced with- 
out a severe struggle. No matter how few 
companies be on the outside, agitations of a 
startling nature must continue to take place, 
first in one section and then another. The situa- 
tion has the ear-marks of a pitched battle—the 
preliminary line-up for the fight. From this 
time on the battle will begin. The fittest will 
survive. 

++ ++ 

THE ‘‘ Saratoga Recruits ’’ held their first an- 

nual reunion in Chicago last Tuesday. 


It is a case af now. 


WEAK NON-UNION CONFERENCE. 

Representatives of twenty-two non-union 
companies met at the Great Northern Hotel 
Tuesday to discuss the situation. The gather- 
ing was not at all representative, such companies 
as the Continental, Germania, Prussian Na- 
tional, Northern, of London; Mercantile, of 
Boston ; American, of Boston, and Glens Falls 
not answering the call. The meeting was con- 
vened by Secretary W. Fred McBain, of the 
Grand Rapids. General Agent Hubble, of the 
Greenwich, was made secretary, and those pres- 
ent proceeded to a discussion of the issue. Gen- 
eral Beath, of the United Firemen’s; President 
Hollinshead, of the Union, of Philadelphia, 
the chairman of the meeting and the secretary, 
made talks seemingly favoring a proposition of 
making application for union membership. W. 
E. Mariner, general western special of the Fire- 
men’s, of Newark, spoke antagonistically to the 
proposition. Most of the discussion over the 
membership proposition was along the line of 
securing concessions for those who joined in a 
body. It was argued that the proposition was 
useless under the circumstances, and the ques- 
tion was dropped on a motion for adjournment 
until 10 o’clock next Friday morning. Com- 
panies represented were: Union, of Philadel- 
phia ; Firemen’s, of Newark ; American,of Phil- 
adelphia ; Home, of Omaha ; Delaware and Re- 
liance, United Firemen’s, Greenwich, Grand 
Rapids; Traders, of New York; Manhattan 
Fire ; Farmers and Merchants, of Lincoln ; In- 
diana, Evansville, Indiana Underwriters, Girard, 
Assurance Company of America, National Stand- 
ard, La Fayette, Shawnee and others. 


ALLIANCE TO ENFORCE DISCIPLINE. 

There is said to be a’ strong combination of 
strong companies allied for the purpose of see- 
ing to it that the new rules of the Union are 
enforced. Heretofore the organization has been 
operated along most conservative lines, particu- 
larly when dealing with its own members. Its 
policy has been so weak as to excite the con- 
tempt and ridicule of not only its own members, 
but upon the policy of the non-union companies 
whose pathway has been made easy thereby. 
All this is now to be changed. The Union has 
entered upon a new era and under the reorgani- 
zation the members feel strong enough to move 
the earth in order than the new plans may be 
given a thorough trial. That this trial may be 
thorough and complete, the full co-operation of 
the members must be secured, and it is to ac- 
complish this that the alliance or understanding 
has been entered upon. For the first time 
in many years union membership is worth some- 
thing more than the mere name, and it is pro- 
posed to dicipline members who do not enter 
into a full appreciation of the necessity for sim- 
ple co-operation. 

CIRCULAR ADVICES TO AGENTS. 

Hardly had the sensation, caused by the circu- 
lar of Manager Eustis of the Manchester, died 
away than General Agent J. F. Downing, of the 
Insurance Company of North America, at Erie, 
came to the front with advices to agents that 
turned the diplomatic Chicago managers inside 
out with indignation. The favorite agreed farm 
of circular as sent out from Chicago is as follows: 


“To Agents—We are prepared under certain conditions 
to offer you an increased rate of compensation on cer- 
tain class of business, but in order to fully mature the 
plans it will be necessary for us to have a list of all the 
fire insurance companies represented by you, and to 
that end we will ask youto kindly give us this infor- 
mation at the bottom of this sheet, and mail it to us as 
soon as possible, obliging,’’ etc. 


Neither Mr. Eustis or Mr. Downing followed 
this form and both are in consequence incurring 
the hostile comments of managers. The Man- 





chester circular was printed in THE WESTERN 
UNDERWRITER last week. Mr. Downing’s cir 
cular, issued from Erie under date of September 
20, appears elsewhere. 
++ ++ 
HENRY EVANS’ SERIOUS COMMENT. 

Union managers hold that criticism of the grad- 
ed commission rule and its separation feature from 
non-union officials is the warmest commendation 
it can have. They say that their change of base 
hits the non-unioners ‘‘where they live,’’ and 
it is only natural that they should make a bitter 
fight to encourage agents to resist the applica- 
tion of the rule. “Criticism of our plan from 
our enemies’’ said one union man, ‘‘is para- 
mount to a declaration that it will have an effect 
on the business in our favor.’’ Henry Evans, 
vice-president of the Continental, has issued a 
comment to newspapers criticizing the new 
union rule. He says it will induce legislation 
antagonistic to all companies. The many legis- 
lative bills emanating from the Continental office 
is cited as proof by some insurance men that 
whether they did or did not enforce separation, 
the general plan of the Continental in this re- 
spect would remain unchanged. 

++ ++ 
GENERAL AGENT MITCHELL'S LETTER, 

An interesting story is received by way of 
New York in effect that the Manhattan Fire is 
considering making application for membership 
in the Union. Just what effect the circular of 
Western General Agent Charles F. Mitchell 
might have upon such a move is not difficult to 
determine.. Mr. Mitchell bitterly assails union 
companies in a circular to agents issued from 
Chicago under date of Sept. 19. He says : 


You have doubtless already been advised of resolutions 
adopted by “union* companies at their semi-annual 
meeting held at Niagara Falls, Sept. 12 and 15, with ref- 
erence tocommissions to be paid hereafter to such local 
agents as will henceforth represent only union compa- 
nies. We believe this action on the part of union com- 
panies and the causes which have brought it about, will 
be thoroughly understood by a majority of loyal agents 
‘who cannot fail to realize that the action is not the re- 
sult of a desire on the part of union companies to in- 
crease the income of the local agents. 

We trust all local agents will carefully consider the 
proposition of the union companies toincrease the com 
pensation upon certain classes of risks, particularly to 
the provision that the agency of non-union companies 
must be resigned before the increased commissions ap- 
ply. You will thus realize it isthe aim to disintregate 
the agency plant of the non-union companies, whose lib- 
erality in the past has forced union companies to aban- 
don a platform upon which they had stood for more than 
twenty years 

The ‘‘Union” has made every effort to avoid increasing 
compensation to local agents, and finally, under threats 
and promises, induced a number of the more prominent 
non-union companies to seek union membership in Sep- 
tember ‘97. How these promises were kept is too well 
known to necessitate repetition at this time. One by one 
the “recruits” resigned membership and not a few of 
the older members took similar action. If the union 
companies cannot keep faith with themselves, can you 
depend upon promises made by them ? 

It is now “up to’ the local agent, who is called»upon 
to decide whether they will stand by the companies who 
have forced the Union to raise the compensation to lo- 
cal agents, or will he submit to the dictation of the com- 
panies who have tried in every possible manner to con- 
trol the basis of compensation to be paid. Numerous 
letters already received at the office indicate that agents 
generally are not ‘“ hoodwinked ” by this apparent dis- 
play of generosity on the part of the Union. It resemb- 
les the story of the ‘Spider and the Fly,” and is only too 
apparent it is but another effort to either force all com- 
panies to become members of the Union, or retire from 
the agency field. 

Should this effort be successful, we ask how long there- 
after before the Union returns toa flat commission basis. 
With no non-union competition, what is to hinder again 
forcing a flat commission basis of 15 or even 10 per cent 
Permit us to suggest that if you are called upon to 
choose as between representation of union or non union 
companies, you give the matter most careful considera 
tion. If you consult your own interests, past, present 
and future, we have no fear as to which class of compa- 
nies you will continue to represent. 


++ -+ 


The Manhattan Fire of New York, will in- 
crease its capital trom $250,000 to $500,000. 

















VICE PRESIDENT EVANS’ VIEWS. 
Concerning the new union commission rule, 
Vice President Evans of the Continental has 
the following to say : 


The Union 15, 20 and 25 per cent separation rule will 
result in trouble if pushed, In the first place, most 
agents will not care to be coerced into giving up non- 
union companies, some of whom, at least, have lived up 
to good practises better than the union companies. 

Second. Some agents represent non-union companies 
to keep them in line and prevent rate-cutting. 
these companies into the hands of new 
agents and rates will suffer 

Third. Agents realize that this new commission rule 
is only a temporary move. The first circular issued, that 
of the Manchester, states that 15 per cent is all that the 
business will justify ; and if that is so, it is all that will 
be paid very long. 

Fourth. Agents who prefer contingent contracts real- 
ize that the objection heretofore raised to that system— 
that it would increase the expense, was lacking in good 
faith, or else the present increase is a bluff ; for the con 
tingent plan will not increase the expense more than 
the flat advance does, and not as much unless the busi- 
ness yields a profit. 

Fifth. The freezing out of agencies of companies 
that are not members of the Union will result in ad- 
verse legislation, anti-compact and tax-discrimination 
because of the fact that effort will be made to kill union 
jurisdiction and punish the foreign companies, who are 
the head-devils in this move, as is well known to those 
who look below the surface, and they can not now claim 
that an increased tax of 2'5 per cent will force them out 
of a state, for they have voluntarily voted to increase 
the expense more than that per cent. Many believe 
that the larger foreign companies are anxious for a rate 
war in the West in order to crush out the local compa- 
dies, when commissions can be reduced to 10 per cent 
flat ; that they fear to force one openly because of the 
ill will agents will bear them, and that, therefore, they 
are “ pulling legs’’ to accoinplish the purpose. If thls 
rule is enforced the rate war will come sure enough. 


Force 
or cut-rate 


GENERAL DOWNING’S CIRCULAR. 
General Agent Downing of the North Amer- 
ican and Philadelphia Underwriters issues the 
following circular on the 
rule : 


union commission 


As you are well aware, what may be called a struggle 
for supremacy has been going on for some years past 
between two classes of fine insurance companies, one 
class endeavoring to do business on a uniform 15 per 
commission basis on the plea that no higher rate of 
compensation to agents could be afforded and that prop- 
erty owners would not look with favor upon rates of in- 
surance that would justify a higher commission on any 
class of risks than 15 per cent; the other class of com- 
panies, all of them very respectable and many of them 
prominent in the business of fire insurance, claiming 
that their interests would be promoted (for very obvi- 
ous reasons) by allowing more than 15 per cent commis- 
sion on certain classes of risks. Itcan not be gainsaid 
that the position taken by the first class of companies 
ref>rred to is the most just and equitable toward the in- 
suring public generally, on the ground that rates of in- 
surance which justify the payment of so-called high com- 
missions imposed an unnecessary and wrongful burden 
upon many patrons of the companies. However this 
may be, the struggle for a uniform 15 per cent commis- 
sion on all classes of property is about to be given up 
and a plan of graded commissions is to be substituted 
therefor. The battle may be said to have been lost by 
the uniform 15 per cent commission companies, the re- 
sult of which no one can fully foresee. One thing Is 
certain, however, that lower rates of insurance result- 
iug from undue competition, coupled with a high ex- 
pense ratio, will sooner or later bring disaster to both 
insurance companies and their patrons. It will not be 
long delayed should the loss of ratio of the past year 
continue to prevail. 

We want to thank the representatives of the “ Old 
North America’’ for whatever aid and comfort they 
heVe been disposed to give us in the past in our efforts 
to maintain sound rules and practices, and especially do 
we desire to thank those who have not yielded to the 
inducements offered by other companies in the shape of 
higher commissions than we have allowed, to discrim- 
inate against us in the placing of their business. We 
are aware that many of our agents are of the opinion 
that a commission of 15 per cent is as much as ought to 
be allowed on any class of risks, and would rather see 
commissions go down than up. It is needless to say 
that we have great respect for their opinion. On the 
other hand, we are aware that many of our old and 
highly-esteemed agents believe that our mutual inter- 
ests will be promoted by a change of base on this sub- 
ject of commissions, and it may be said that we have 
decided to follow their advice in adopting the plan of 
graded commissions as set forth below. It will consid- 
erably increase the compensation to our agents, which 
will be very gratifying to us, and especially so should 
the company be likewise benefited. We sincerely trust 





the change may prove a blessing to both principal and 
agent. 

There is one circumstance that may interfere with 
our putting all of our agencies upon the same footing at 
once, The representation by our agent of companies of 
the second class above referred to, which continue to 
oppose our plan and method of doing business—not 
hesitating when some advantage can be gained thereby 
and the agent can be persuaded to listen to the song of 
the siren, to do something not in accordance with the 
golden rule, which requires us to do unto others as we 
would have them do unto us—would constitute such a 
menace to peace and good order in the agency as to 
make a change to a condition of homogeneousness a 
‘sine qua non.” Allthe companies represented in the 
same agency should stand upon the same platform. 
Agents are, of course, to be left perfectly free to make 
their choice between the two classes of companies above 
described. 

It remains only to be explained that agents repre- 
senting both classes of companies and who prefer to 
make no change, being fully satisfied with the uniform 
commission of 15 per cent heretofore allowed by us, 
will not be found fault with so long as they give us a 
fair share of their most desirable business. They can 
go ahead without conforming to the rule laid down for 
guidance in other cases. 

++ + 
UNION SPECIAL’S VIEWS. 

A leading field man of a union company thus 
comments on the situation : 

In point of years that organization of insurance com- 
panies known as the Western Union has attained its 
majority, and, along with women in Kansas, the male 
white and colored population and Indians (taxed), is 
entitled to think, vote and worship according to the dic- 
tates of its conscience. At its last meeting it passed its 
first measure of aggressive legislation 

The adoption of the graded commissions insures the 
future permanent existence of the Union and will bring 
to its membership practically all general agency com- 
panies doing business in the United States. When the 
non-union element in 1897 joined the Union in a body, 
they made an effort to have their membership con- 
ditioned upon a promise that separation of the two 
classes of companies in the agencies would be made 
mandatory, thus recognizing and endorsing the effi- 
ciency of the present measure. The old members 
thought mandatory separation would work unjust hard- 
ships for their agents and, under the statutes of some 
states, would be illegal. The promised action, long de- 
ferred, led most of the 1837 recruits to withdraw their 
membership. Now that the desire of the non-union 
hearts has been attained, the writer predicts that the 


Union will receive more applications for membership 
than it will care to approve. 

Some writers on this subject predict that agents will 
feel under obligation to the high-commission-paying 
companies and will not part with them. There are 
many reasons why this idea will not work out in prac- 
tice. The first and greatest is because it wlll not pay, 
even though there should be no accessions to the Union. 
An analysis of the agencies in most of the states shows 
that in $0 per cent of them about one-third of the com- 
panies represented are non-union and writing possibly 
a fraction more than one-third of the business. All of 
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A BURNING QUESTION. 





this business can now be written in union companies at 
practically the same rate of compensation as that at 
which it was put on the books of the non-union com 
panies. The non-union companies could not write the 
business of the union companies at any or no rate of 
commission. The union companies have made it possi- 
ble for the agent to more than double his gross premium 
receipts by giving him a wider range of acceptable 
risks, Fifteen per cent commissions on a $6,000 busi 
ness is worth more to the agents than 25 per cent on 
half that sum. To whom, then, does the agent owe al 
legiance? Under the new arrangement, to whom is he 
likely to pin his faith? 

Another reason why union companies will be pre 
ferred is found in the fact that practically every agent 
in the country would like to reduce the number of com 
panies represented. Now that the preferred business 
can be written in union companies at the same rate of 
compensation at which it was placed in non-union, the 
agent will find his work greatly simplified by giving up 
the companies heretofore represented, simply because 
he could get more for the limited business they wrote 
In addition to this, the increased preferred business will 
secure to the agent greater accommodations from his 
old-time companies. Another very influenti+] factor, 
and one no provident agent will overlook, is found in 
the fact that henceforth, to a greater extent than ever 
will the old-line companies be regarded as the sound 
financial institutions upon which the credit of every 
businest enterprise is based. 

The writer has seen it stated in some insurance journal 
that the increased compensation will aggravate the re 
bating evil. Rebating is a disease like lying or drunk 
enness. The self-respecting agent does not indulge in 
it ; the scalaway would practice it if he received but} 
per cent flat. 

The argument has been advanced that the non-union 
companies will now organize, form separate agencies 
and inaugurate a rate war, which will be ruinous to 
agents) This reminds one of the fable of the bantam 
rooster and the horse. These two worthy representa 
tives of their respective tribes were about to engage in 
mortal combat, and in formulating rules to govern the 
fight the bantam insisted, as a first condition, that if 
one stepped on the other's toes the offender should for 
feit the contest. 

Can the non-union companies afford to increase com 
missions, reduce rates, or write a wider range of busi 
ness at present rates and commissions? An examina 
tion of the records shows the average experience of all 
leading non-union companies doing a general business 
covering the period of ten years past, 10 have produced 
an average loss ratio of 55 2-10 per cent, and an average 
expense ratio of 39 5-10, not including dividends; total 
cost of business, 947-10, leaving 5 3-10 per cent to take 
care of dividends and losses on unexpired policies. 
The average experience of all leading union companies 
for the same territory and term of years shows: Losses, 
0%, per cent ; expense, 354 per cent ; total cost of doing 
business, exclusive of dividends, 96 per cent, leaving 4 
per cent for dividends and losses on unexpired Lusi 
ness. Using this experience as a basis for conjecture, 
does anyone believe a rate war will be inaugurated by 
either class of companies? It will not be inaugurated 
by the non-union contingent. They are organized for 
present profit, and when the prospect for profit disap 
pears experience shows that this class of companies 
disappears in flocks. : 2 

The agent has the whole situation in his hands. 
Some will do one thing, some another; few will act 
hastily unless individual conditions warrant it. The 
thoughtful agent will suggest to his better non-union 
companies that now is the time to join the Union. 
Many companies will join. The great army of agents 
will at once inaugurate a line of action that will eventu 
ally effect separation. 
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NO CONTROL OVER COMPACT STATES. 

Possibly one of the most far-reaching pieces 
of legislation transacted at the recent meeting 
of the Union, was the relinquishment of juris- 
diction over rates in anti-compact states, from a 
moral or any other point of view. This might 
be called ultra-conservative, although wiser 
counsel believed there could be no good come 
out of any semblance of control in these for- 
bidden sections. The Union also will make no 
attempt to apply uniform commissions in Iowa 
and Nebraska where the laws of the state pre- 
vent. The governing committee has already 
ruled that it will in the future consider no appli- 
cations for co-operation in anti-compact states, 
nor will such matters be printed in the Bulletin. 
In cases of this character where members wish 
to take upon themiselves the responsibility of 
securing co-operation, they are advised to make 
the applications or requests direct to the com- 
panies themselves. Hardly had the new legis- 
lation been passed before it was decided to sus- 
pend the application of the commission rules to 
Colorado, Wyoming and New Mexico until the 
Pacific Board could be heard from on the sub- 
ject. That territory is under joint jurisdiction. 
Barbee & Castleman, general agents of the 
Royal in Louisville, have submitted to vote a 
proposition to relinquish Kentucky and Tenn- 
essee. They hold that companies that are mem- 
bers of the K. & T. Board are required to sign 
a 15 per cent. agreement, and that the graded 
commissions are unnecessary. These state- 
ments are made in the face of complainants 
that certain companies are paying excess com- 
missions in the field. Chicago men do not 
believe that the states will be excepted. 

It is authoritatively stated that the Springfield, 
a prominent member of the Union, considers 
itself relieved from commission obligations in 
Iowa, and has addressed a circular to agents 
announcing an increase in compensation after 
October |, without conditions. 


++ ++ 


MEMBERSHIP AND POSSIBLE MEMBERS. 

The Westchester, of New York, has wired 
President Cram, of the Union, withdrawing the 
resignation scheduled to take effect October 29. 
Secretary M. O. Brown, of the company, was in 
the city for several days examining into the 
situation. He became convinced that the Union 
meant business along the new lines mapped out, 
and therefore was of the opinion that his com- 
pany should be associated. Thc Westchester is 
the first of the resigning companies to recind its 
action. The Merchants, of Newark, and New 
Hampshire are expected to do likewise, The 
plans of the German, of Freeport, and Western 
Underwriters Association are not known. Sec- 
retary Trembor, of the German, has sailed for 
home, and is expected In the United States early 
in October. The resignations of the two com- 
panies go into effect October 18. The first of 
the non-union companies to make definite ap- 
plication for admission was the Grand Rapids. 
Secretary W. Fred McBain took the initiative 
in the matter. Other non-union companies are 
expected to join. Prominent among them are 
the Union, of Philadelphia ; United Firemen's 
and Greenwich. There is no doubt but that 
many of the large non-union cOmpanies are do- 
ing some heavy thinking. They admit that 
their business will be hurt whichever way they 
decide to go. Possibly a dozen companies, all 
told, will join the Union under the new con- 
ditions. 

++ ++ 
CONFERENCE OF UNION MANAGERS. 

Chicago managers of union companies dis- 
cussed the application of the new commission 
rules at a conference at the Union League Mon- 


day evening—a conference preceded by a din- 
ner. One of the main topics under considera- 
tion was the formulation of a uniform circular 
of instructions to agents, but the conference ad- 
journed without taking action. Several spoke 
of having addressed circulars to agents, and 
others believed that all the companies should be 
placed on the same basis by also issuing circu- 
lars. The conference was fruitful in securing 
renewed expressions of confidence from the 
members present. It was the sense of the meet- 
ing that strenuous endeavors should be made to 
place the Union in a bold and unassailable posi- 
tion. Among those present were the following . 
J. W. G. Cofran, Hartford ; Eugene Cary, Ger- 
man-American ; I. S. Blackwelder, Niagara ; M. 


O. Brown, F. W. Lotz, Westchester; John H. 
Law, George W. Law, Royal; T. W. Eustis, 
Manchester ; William Warren, Liverpool and 


London and Globe ; W. H. Cunningham, E. C. 
Irvin, Fire Association ; R. H. Garrigue, E. C. 
North, Merchants, of Newark ; W. J. Littlejohn, 
North British and Mercantile; J. J. Purceli, 
Sun, of London ; P. D. McGregor, Connecticut ; 


F. O. Affeld, Hamburg-Bremen; M. F. Dris- 
coll, Phoenix, of England ; C. H. Barry, Penn- 


sylvania; J. M. Neuburger, Atlas, of London; 


John Marshall, Jr., Royal Exchange; H. C. 
Eddy, Commercial Union: John §S. Belden, 
London and Lancashire ; J. A. Kelsey, Aachen 


and Munich ; W. W. Dudley, secretary of gov- 
erning committee. 
—s ++ 
NORTHWESTERN NATIONAL CIRCULAR. 
President James of the Northwestern National 
issues the following circular: 


The reconstruction of the Western Union, making an 
increase in c mmissions to agents, carries with it the 
threat of separation, in fact makes it mandatory. This 
movement on the part of the Union meansa rate war 
wherever separation is enforced, and in such places as 
may be affected thereby it means the loss of premiums 
to an agent of fe ar more value than the increase in com- 
missions. The Northwestern has no fault to find with 
any company or combination of companies as to what 
extent they shall compensate their agents, and it re- 
serves for itself the right to pay what it deems best. 
We expect that many so-called non-union companies 
will feel compelled to join the Union, but that will not 
be the case with our company. We shall maintain the 
same independent manner of conducting our business 
and we confidently expect our agents to endorse and 
approve our action. 

In the event that a separation is forced upon you, we 
respectfully ask that you will be candid with us and ad- 
vise us promptly that a demand has been made upon 
you to resign your company. In all such cases where 
we can not get a proper representative that will care for 
our business, or where we are quietly laid on the shelf, 
we shall take such action as we deem best, but we ask 
you to consider the matter well before making yaur de- 
cision. Below we give you what we understand to be 
the new union rule relating to commissions after Oct 
Ist, next. You will see that it is left optional with the 
agent to throw out non-union companies for present 
commissions. Will it pay to make a change ! 


+ + 
PARTIAL MEMBERSHIP IN QUESTION. 

One of the union rules requires that compa- 
nies shall be members for all or none of the 
union field. It is a mandatory measure, but 
until Jan. 1, 1900, is granted the companies to 
get their houses in order. Various companies 
are affected by this rule. The Glens Falls isa 
a member for Ohio only. The Merchants of 
Newark, Orient and Palatine are not members 
for Indian and Oklahoma Territories, the Im- 
perial for Kentucky, Tennessee, Missouri, Kan- 
sas, Indian -and Oklahoma Territories; the 
Hamburg-Bremen for Tennessee, Indian and 
Oklahoma Territories; the Atlas of London 
and Pennsylvania for Kentucky and Tennessee ; 
the Virginia Fire and Marine for Tennessee, 
and the Queen for Kentucky, Tennessee, Okla- 
homa and Indian Territories. In these cases 
the companies must cooperate in the territory 
and become members of the Union, or resign 
altogether. The rule is drastic, but it is be- 


lieved will be effective. 
++ ++ 
CONDITIONS OF THE CHANGE. 
Agents accepting the additional compensa- 
tion provided for in the graded commissions 


shall not occupy the same office as agents 
representing non-union companies, nor shall 
they have any pecuniary interest in such busi- 
ness. This is one of the conditions under 
which the rule must be applied. If it shall be 
claimed that any agent has availed himself of 
the graded commission permitted to be paid 
upon the pretense that he represents only union 
companies, while being interested in the busi- 
ness of non-union companies, the matter shall 
be referred to the grievance committee, and its 
findings shall be conclnsive. Again, if it is 
found thatan agent has only nominally termi- 
nated relations with non-union companies after 
receiving graded commissions, his commissions 
shall be reduced to 15 per cent., and he shall 
not thereafter receive a greater commission 
than 15 per cent. 


++ ++ 


A. E. Pinkney, state agent of the Phenix of 
Brooklyn, in Missouri, resigns on January 1, to 
engage in independent adjusting from head- 
quarters in Kansas City. A. E. Olds, his present 
assistant, succeeds him. 


MR. M'GREGOR’S APPOINTMENT. 

The announcement that P. D. McGregor, as- 
sociate manager of the western department of 
the Connecticut, will, in a few days become the 
head of the western offices of the Queen, brought 
with it a keen sense of personal satisfaction and 
delight to that gentleman’s large circle of friends 
all through the West. Mr. McGregor is trulya 
self-made man. He served his apprenticeship 
in the office and field and worked his way up 
from an humble position. During the adminis- 
tration of Abram Williams, Mr McGregor’s 
worth in the Connecticut office was recognized. 
He caught the spirit of that able manager, and 
also, to a very large degree, is similar in his 
kindly disposition and nature. During the time 
that Mr. McGregor was at the head of the Con- 
necticut department and also in his present po- 
sition, he has demonstrated his real worth. It 
can be said of him that no man is able to put his 
finger on any act willfully committed by him 
that was not in accord with the highest standard 
of personal and business ethics. Mr. McGregor 
is a man of many persenal attractions, and pos- 
sesses a composure and a logical mind that have 
often been subjects of admiration. He has 
forged to the front as a distinct type of the 
younger underwriters; and, during his promo- 
tions he has always maintained the same unself- 
ish and generous nature, together with a large 
measure of good common sense. No one doubts 
but that Mr. McGregor's administration at the 
Queen office will be most successful, and that his 
reputation as an executive will develop along 
the line of the higher standard of fire under- 
writing. 


THE STATE OF DELAWARE. 


Underwriters are interested in the announce- 
mett that the State Insurance Co. of Delaware 
has been launched at Wilmington with ‘‘$200,- 
000 paid-in capital.’’ The promoters are Dela- 
ware and Philadelphia people. The interest at- 
taches to the assertion that working behind the 
scenes are Rothchilds & Co., of Philadelphia, 
the famous sub-marine brokers, who have 
handled not a few companies not reporting to 
State —~e departments, and James R. 
Wilson, 234 LaSalle street, Chicago. Mr. 
Wilson wale represented the Commercial 
Fire of Wilmington, and is general agent for 
the Elgin National and American Trust and 
Insurance Co. Mr. Wilson, so it is reported, 
stated to Chicago parties some weeks ago that 
he was interested in the organization of the 
new Delaware concern. 
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THE NEW ORDER OF THINGS IN PROSPECTIVE. 


Side-Lights on The Western Union's Increase of Commissions,—-What Agents Have To 
Expeet —Current Views on the All-Absorbing Subject. 


What Will the Continental Do? 

There is much interest as to how the Conti- 
nental will adjust its contingent commission 
system in view of the increase in commissions 
by the Western Union. The Continental pays, 
in most agencies where the contingent plan is 
in force, 10 per cent. flat and 15 per cent. contin- 
gent, the agreement being that the agent shall 
do a certain amount of business. This would, 
naturally, be a smaller commission than the 
union scale, and it follows, as a matter of course, 
that the Continental will change with the union 
companies. Some profess to believe that the 
company will, in many cases, abandon the con- 
tingent plan as long as the present union com- 
missions prevail, and fall in line with the other 
companies on a straight 15, 20 and 25 per cent. 
basis. Or, if the agents prefer the contingent 
plan, its basis may be changed from 10 flat and 
15 contingent to 15 flat and 10 or 15 contingent. 
It is certain that an era of high commissions has 
begun, and the attempt to force companies to 
lower their expense ratio by placing the rates 
so low as to make it absolutely necessary, has 
been abandoned. 

The Union as She Is. 

The Union is, today, a totally different organ- 
ization in its methods and aims from what it has 
been for the last five years. It formerly con- 
trolled rates and commissions, the two funda- 
mental elements of its composition, with a high 
hand. ~Now, its power as to rates is very limited, 
and it has let down the bars on commissions. 
This was absolutely necessary to its continued 
existence. At the present, membership in the 
Union ‘is in but the name. Its one absolute stand 
at this time is, simply, that a company shall be 
in its ranks. Forthe present that is about all it 
asks or demands. Its value outside of that is 
almost purely in its moral influence. Its policy 
at the present is to gather strength and to im- 
prove the business by working out the science 
of it. Doubtless, more attention will be given 
to the correct classification of risks and deter- 
mining from the joint experience of its mem- 
bers the cost of carrying the different classes. 

Agents’ Commissions on Stocks. 

Some agents in the field have been heard to 
express their doubts of the thorough efficiency 
of the Union’s commission schedule on account 


of the failure on the part of its framers to allow | 


the usual non-union commission of 20 per cent. 
on stocks, as well as on mercantile buildings. 
In many agencies a large part of the business is 
on mercantile retail stocks. The Union schedule 
allows but 15 per cent. on thisclass. Doubtless, 
the union committee carefully considered this 
matter. The fact is, that most underwriters ad- 
mit that stocks in towns and cities, with fire pro- 
tection, should have a higher rate than the 
building. And yet the rate is usually the same. 
It is undoubtedly true that, in a fire protected 
town the stocks should be written at higher 
rates, from the fact that in case of partial loss 
many stocks are entirely ruined from water- 
damage, while the chances are that the building 
will be practically uninjured, On the other hand, 
in unprotected towns, a policy at the same rate 
on stocks would be preferable, as the attention 
of the fire fighters is usually directed to saving 
the goods rather than putting out the fire. As 
the rates, as stated, are usually the same, it is 
plainly seen how the Union felt that there should 
be a saving in the commission to make up for 
the increased hazard, and the result will, doubt- 
less, be that non-union companies paying 20 per 


cent. on stocks will get more than their share of 
them. 





The Effect on Non-Union Commissions. 

One immediate effect on non-union companies 
will be that their commission account will also 
be largely increased. There is, probably, no non- 
union company but what has some agencies 
which receive less than 15, 20 and 25. In fact, 
with most companies this schedule does not fix 
the actual or average commission, but only the 
maximum. There are many agents, indeed, that 
were bound by their commission agreements 
with union companies to accept no more than 15 
per cent. flat, and many more that were appoint- 
ed by non-union companies which did not find 
it necessary to pay the maximum. Most non- 
union companies have hundreds of agents, prin- 
cipally, perhaps, in small towns where few or no 
other companies are represented, to whom they 
have paid but 15 per cent.; and the action of the 
Union practically establishes the minimum rate 
of commission to all agents at 15, 20 and 25 per 
cent. 

Non-union companies may go this one or two 
points better, but it is probable that no company 
has any inclination to pay more than 15, 20 and 
25 straight through; and it is believed, if any 
company did, under the prevailing rates, serious 
doubts as to its intention to remain long in the 
field might well be held. It is plain that there 
will be no more fighting over the commission 
question so long as the Union maintains its pres- 
ent attitude. 

Complete Separation is Certain. 

Of course, a separation in agencies, so far as 
its final accomplishment is concerned, is abso- 
lutely assured. No agent will find it to his in- 
terest to conduct a mixed agency, and it is not 
probable that any pressure will be brought to 
bear upon him to thatend. Agents may as well 
make up their minds at once to this, as it is 
bound to come. It will probably take ‘‘country”’ 
agents some little time to appreciate the fact 
that, by the Union’s move, a most radical change 
is being inaugurated in the business in the West. 
When it is considered that such companies as 
the old Aetna, the Hartford, the Royal, and 
other giants have persistently, since the fire in- 
surance system was established in the West forty 
or fifty years ago, held to their one unchanging 
plank of 15 per cent. commission to agents, it 
should be at once realized that the desertion of 
this one remaining relic of old-time methods 
means much, and the contingency was, indeed, 
pressing when managers who have harped for 
years on this one hobby consented to exchange 
it for the radical schedule that has been 
adopted. 

The Effect in the Field. 

Speculation as to just what outside companies 
will now join the Union is general. That there 
is bound to be a non-union contingent of some 
kind no one will deny. It is not supposed, for 
a moment, that such companies as the Conti- 
nental, Germania, Northwestern National, and 
others will join in any event; and should they, 
they would be placed in the light of not having 
been sincere in their positions and their plat- 
forms as independent companies. It has been 
suggested that it will be necessary for the out- 
side companies to form an organization, or at 
least have an understanding to render mutual 
assistance. It is to be presumed that in every 
moderate-sized town there will be at least one 
non-union agency. When the separation is en- 
forced there will, naturally, be a division of the 
forces. 

The plan necessarily embraces the recognition 
of the principle that the agent and not the com- 
pany owns the business; and the actual work- 


ings of the separation idea will be a great de- 
monstration of the correctness of this theory, 
or rather of the theory that the business belongs 
to the one who can hold it, which is the same 
thing, and the company can not assume that be- 
cause the business is on its books—it also owns 
the renewal. The very fact that separation has 
been declared is an unconscious recognition 
of the agent’s practical ownership of the busi- 
ness; else, why should it be necessary to divorce 
the agent from the high-commission company 
to prevent the business going to that company, 
or, in fact, to any company which the agent 
elects. The company certainly has a great in- 


fluence on the man who does own the business; 


but it does not itself own it. 

Every company, union or non-union, has its 
friends and a legitimate scope, and the separa- 
tion will show just what kind of a ‘‘pull’’ each 
company and each special agent, and particu- 
larly each non-union company and special agent 
has with the agents. In every agency the pro- 
cess of ‘‘weighing up’’ the power of the two fac- 
tions will be gone through with, and the heavier 
side will over-balance the other and vanquish it. 
This will be the time of the development of 
special agents, and the grandstand player and 
the worker will come out in their real light. 

With regard to the organization of a non- 
union element for the mutual assistance of the 
companies, it would not be surprising if a few 
companies, such as the German of Freeport, 
Germania, Northwestern National, Continental, 
American of Philadelphia, American of Newark, 
Girard, Northern and Western Underwriters, 
were to form for mutual protection, and where 
an agent desired to operate a non-union office, 
combine and give him enough companies to 
handle his business. 

As to the State Laws and Agents. 

It has been suggested that the declaration of a 
separation in agencies by the Union might be 
construed as a violation of the anti-trust laws. 
For that reason, and because a union company 
could not afford to antagonize its agent by oblig- 
ing him to resign a non-union company, the di- 
rect separation plan could not be considered as 
practical. But this is not a separation forced by 
the company, but by the agent. A separation 
by the agert and a separation by the company 
are two entirely different things. Speaking eth- 
ically, acompany would hardly have the right to 
say to an agent that unless he represented the 
class of companies it indicated, it would take up 
its supplies; but it might very well say that if he 
chose to represent its class of companies it would 
be willing to pay him an increased commission. 
It is simply the difference of coercion and pur- 
suasion; the involuntary act of the agent com- 
pared to his voluntary act; bargain and sale 
against a hold-up. 

Agents and the State laws will never object to 
the employment of such means as these by in- 
surance companies by which they legitimately 
wish to accomplish their ends. 


Great Demand from Agents. 

Since the announcement in THE WESTERN 
UNDERWRITER that the Ohio Insurance Depart- 
ment would soon issue a pamphlet containing a 
list of all insurance companies authorized to do 
business in Ohio, the department has received 
hundreds of requests for these pamphlets. It is 
evident, from these numerous requests, that this 
enterprise on the part of Supt. Matthews, 
is very popular with the people. These requests 
come principally from insurance agents and 
business men throughout Ohio. There is also a 
demand for the insurance laws, mention of 
which was made last week. _ The work of comi- 
piling this volume of the insurance laws is be- 
ing pushed as rapidly as possible by Deputy 
Slemmons, and he hopes to have it ready for 
distribution by the first‘of November. 

















Enthusiastic Meeting at Cleveland, at Which Plans are Formulated to Better the Condition 
of Agents, City and Country.—Manager A. P. Ross Will Organize the 
Entire State._Members are Determined to Effect 
Needed Reforms and Protect 
Their Interests. 


The meeting of the Ohio State Association of | 
Local Fire Insurance Agents at Cleveland last | 
Thursday and Friday brought together about 
100 local agents exclusive of the Cleveland rep- 
resentatives. It was as intelligent and active 
body as ever assembled. The members repre- 
sented the best element in their ranks, They 
came together, determined to take steps to rid 
their business of barnacles and leeches, the 
curbstone broker and fresh water agent who 
simply dribble in the local field as a side issue. 
They desired to get the cooperation of companies 
to promote good practises and clean underwrit- 
ing. They spoke as they thought. There was | 
no quibbling, no cowardice, no innuendo. A | 
spade was called a spade. Companies were 
named and so were men that were charged with | 


serving to promote demoralization. Every blow 
was struck straight from the shoulder and no | 
words were minced. 

Local men realize that unless heroic meas- | 
bres are applied, the entire agency system will 
totter and fall. This fact was tersely put by | 
President Merwin Jackson at the last session. 
He appealed to every self-respecting, enterpris- | 
ing agent in Ohio to cooperate in the local 
agency movement. The men who gathered at 
Cleveland were those who aré heart and soul in | 
their work. Their livelihood depends upon it | 
toa great extent. They want to maintain a | 
high grade of underwriting, to protect them- | 
selves from irresponsible and one-horse agents, 
and companies that are guilty of incorrect aud | 
unfair practises. 

The idea of this meeting was to get the legis- 
lative committee at work and to prepare for op- | 
erations in the next session of the legislature. 
The locals realize that they hold the situation in | 
their hands, and are ready to bear the responsi- | 
bility. They want to be prepared if company | 
cooperation is dethroned. 

The executive committee, consisting of Thos, 
H. Geer of Cleveland, chairman; Louis L. Rauh | 
of Cincinnati, Chas. A Farnham of Cincinnati, 
Thos. C. Goss of Cleveland, F. C. McElroy of | 
Columbus, -W. L. Alexander of Canton, Wm. 
Welsh of Mt. Vernon, A. W. Parsons of Cleve- 
land, A. J. Pembroke of Columbus, Judd Rich- 
ardson of Toledo and C A. Leech of Uhrichs- 
ville, met Thursday morning. During that 
time the members registered and applicants 
qualified. The registration committee consisted 
of D.C. Ault, W. B. Maxon and H. H. Culp. 
The ticket committee was composed of H. G, 
Hopkinson, Herman Koppel and P. W. Flicker. 

In the afternoon President Jackson called the 
members to order in the Chamber of Commerce 
Building. A. W. Parsons of Cleveland extended 
a cordial greeting. He referred in passing to 
the unsatisfactory conditions at Cleveland, but 
stated the local agents had declared a truce dur- 
ing the convention. Mr. Parsons asserted that he 
be believed the association could assist the 
Cleveland agents. 

President Jackson made a brief response to 
the address of welcome, and said he hoped the 
presence of the local agents would have a good 
effect on the Cleveland situation. He stated 
that the members were willing to strengthen the 
Cleveland brethren in any manner they could. 

On motion, the executive committee was 
made the committee on resolutions. 








President Jackson's’ Report. 
President Jackson then gave his report, which 
deserves the careful perusal and consideration 
of every local agent. It is as follows: 


Though this is but the fourth meeting of The Ohio 
Association of Local Fire Insurance Agents, the growth 
of the organization has been such that we may safely 
regard its success as assured and now enter upon active 
work to accomplish the ends for which it was called into 
existence. Heretofore we have been patiently working 
and waiting for the association to grow both in numbers 
and character, until it could wield sufficient influence to 
have its voice listened to with respect and its reasonable 
demands granted. 

This point was undoubtedly reached in our meeting at 
Columbus in March last, when delegates representing 
agents who control two-thirds of the annual premium 
income of the state, met, and by their conservative and 
business-like action proved that the association was 
honestly endeavoring to improve the condition of the 
business and that we are willing to do our part toward 
correcting the many evils which have brought the insur- 
ance business to a point where it is no longer a source of 
profit to the investor and made it an object of contempt 
to the business world anda target for every political 
demagogue. 

This meeting was called with the especial object of 
getting a better understanding of the needs and difficul- 
ties of the agents in the smaller cities and towns, so 
that the association could take intelligent steps to be of 
service to all its membership. So far, investigation 
seems to show that the troubles which beset the agents 
in the larger cities, are, under modified forms, the same 
as those which are robbing the smaller agencies of their 
legitimate profits. Overhead writing in the case of the 
larger cities of the state comes from the great business 
centers like New York and Chicago, while in the small 
cities and towns of Ohio it is largely done by the local 
agents in these same larger cities of the state. It is the 
province of this association to teach its members that, if 
they want their territory and business to be respected, 
they must respect that of others. 

The multiple agency system has been rapidly extend- 
ing to the smaller cities, and where it has not taken the 
undisguised form of appointing two or more agencies 
for the same town or village, it reaches the same end by 
establishing agencies in several adjacent towns, all 
authorized to cover the same territory, and thus bring 
agents of the same company into competition, and ruins 
for the older and more loyal agent, the work of years. 
The temporary or side issue agent, who cares neither 
for the interest of customer or company, and exists only 
for the commission he may receive from a few policies 
that he happens to control, or from those that he steals 
from more conscientious agents by cutting rates or re- 
bating commissions, is with us all, whether in the farm- 
ing district or great city. 

Jumbo lines, salaried men, rate-cutting companies, the 
fraudulent companies, the fraudulent company broker, 
and the company which takes large lines over its 
counter and. issues policies signed by its special agents 
to avoid resident agency laws, threaten the very exist- 
ence of the entire agency system, large and small. The 
National Association, of which we area part, at its last 
annual meeting passed resolutions against all these 
abuses and called upon the state associations to assist in 
the work. 

I wish to recommend for your consideration the fol- 
lowing subjects: 

The need of a better resident agency law. 

The need of a law forbidding reinsurance in other 
than companies authorized to do business in the state. 

The advisability of asking companies to name the ter- 
ritory in which an agent is empowered to insure prop- 
erty and appoint no other agent for the same territory. 

The necessity for a general revision and codification 
of the insurance laws of the state, many of which were 
passed years ago, under very different circumstances 
from those now existing, and which have been altered, 
amended aud added to by the legislature, and modified 
by decisions of the supreme court, until they are very 
difficult to understand and apply, and cause much of the 
loss and dissatisfaction between insured and insurer. 

A request to the incoming legislature for the simplify- 
ing of the insurance laws and the reduction of them to 
a consistent and easily understood form, coming from 
this association, would undoubtedly be well received, 
and we owe it to our customers as well as to ourselves to 
neglect no opportunity to see this accomplished. 

Since our last meeting the executive committee has 
secured the services of Mr. A. P. Ross to act as manager 
and organizer for the association. If sufficient income 


can be raised it is proposed to retain Mr. Koss perma- 
nently, and very much enlarge the field of usefulness of 
the association. 





The recent action of the Western Union at Niagara 
Falls, showing, as it does, the regard for the local agent 
and the approval of our organization felt by the mana- 
gers of the best grade of companies, cannot fail to 
be gratifying to us, and should prompt us to make cer- 
tain that, in our efforts to improve our own condition, 
we do not neglect their interests, but labor unselfishly 
for the good of all concerned, from property-owner to 
stockholder. 

Executive Committee Report. 

The executive committee reported through its 
chairman, Thos. H. Geer. In substance it was: 

No agentcan consistently refuse to subscribe to this 
association whose objects are to support right principles 
and correct bad practises. Every delegate and alternate 
of the Ohio Association was present at the Buffalo 
meeting, and in addition, 37 other Ohio agents. We 
recommend that there be no direct membership in the 
National Association, and that all such members be di- 
verted to their respective state organizations, all mem- 
bers in the state associations being entitled to member- 
ship in the National Association. The local brokerage 
system has no placein Ohio. Our resident agents’ law, 
which protects the state as to taxes, should protect the 
agent as to commissions. No company should be 
allowed to pay commissions to any one not licensed by 
the state, or to any one not a resident of the state. If 
brokerage is abolished, the expense ratio can be re- 
duced, and in this way, rates can be decreased. The 
assured is thus interested and can assist in the move- 
ment. We recommend the abolishment of the multiple 
agency system. No agent should be licensed save by 
specification of his territory, and there should be only 
one agent for each company in that territory. Under 
healthful agency conditions, all companies, whether 
state or outside, should operate on their own merits. 

Now is the time to organize by counties. Manager 
Ross is doing excellent service. Every county should 
be organized within sixty days and have its own organi- 
zation. All bad practises should be investigated, and a 
report made thereon, and the grievances taken up with 
the companies and managers. 

Even with all rating organizations abolished, the 
state thus organized could maintain correct practises 
with the Ohio Inspection Bureau furnishing rates. We 
need $5,000 to carry on the work of the association. The 
field manager's work is most important, and should re- 
ceive hearty cooperation and support. 


The recommendation of the committee that 
direct membership in the National Association 
be abolished and membership be through the 
state association, was adopted. 

Secretary Chas. W. Bryson of Columbus read 
his report. He stated his work had been largely 
confined to distributing documents and litera- 
ture, and extending the membership. Ninety- 
four cities and towns are represented by mem- 
bership. All the agents in Toledo, Columbus, 
Youngstown, Akron and Springfield are en- 
rolled. Secretary Bryson has been untiring in 
his efforts and his service has been of great 
avail, 

Manager Ross’ Work. 

During the last thirty days, A. P. Ross has 
been organizing Ohio and his work has been 
very effective. He visits the various towns and 
sets forth the advantages of the association to 
the agents, and seeks to enroll them as mem- 
bers. Oft-times he meets the agents in a body, 
investigates their grievances and assists them in 
getting together and cooperating. During the 
last month, the association’s membership has 
increased 50 per cent. It now has 400 on the 
rolls. It is the largest state organization, and 
at the Columbus meeting next year, it will have 
proven itself the strongest. Since Aug. 22, Mr. 
Ross has visited Delaware, Marion, Galion, 
Mansfield, Newark, Mt. Vernon, Bucyrus, Fos- 
toria, Tiffin, Akron, Kent, Dennison, New Phil- 
adelphia, Canal Dover, Massilon. Canton, Circle- 
ville and Chillicothe. His work has added 
about 150 new members. Local agents do not 
fully appreciate the worth of such effort. Mr. 
Ross is solidifying the movement. Local agents 
can now send grievances against companies or 
agents to him at his address, No. 80'3 North 
High street, Columbus, or to Thos. H. Geer, 
chairman of the executive committee, Cleve- 
land, or to Merwin Jackson. president of the 
association, Toledo, or to C. W. Bryson, secre- 
tary, Columbus. These grievances will be taken 
up direct with the offending companies and 
agents by Mr. Ross, and the practises com- 
plained of, will, if possible, be eliminated. 
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Members of the association are requested and 
urged to file grievances where they have posi- 
tive knowledge of incorrect practises, in order 
that they can be dealt with. The association 
will, at an early date, establish a Bulletin, it to 
be a means of official communication among 
members. In this way, they can keep in close 
touch with one another, and with the associa- 
tion work. 

On the last day of the meeting, the following 
was adopted: ; 

RESOLVED, That we concur in the recommendation of 
the executive committee relative to the employment of 
a manager, and the expenses incidental thereto, and 
that each agent or firm contribute for the purpose a sum 
not exceeding ten cents on each $100 of annual fire pre- 
miums written by the agent or firm, provided that the 
minimum contribution shall not be less than $1, this to 
be addition to the annual dues of $2. 

While all members of a firm may be members 
of the association, only $2 dues is required from 
the firm, and the assessment will be levied on 
the firm as a single individual. 

Reports by Counties. 

The following counties made reports as to 

local conditions, through the persons named: 


Ashland—Edward Fritzinger. 
Ashtabula—H. J. Warner. 
Clark—J. M. Wallace. 
Columbiana—George H. Owens. 
Crawford—A. J. Richards. 
Cuyahoga—O. M. Stafford. 
Coshocton—Robert Boyd. 
Delaware—W. S. Pollock. 
Erie—Philip Buerkle. 
Franklin—F. C. McElroy. 
Geauga—J. E. Smith. 
Hamilton—L. L. Rauh. 
Holmes—H. W. Cary. 
Knox—William Welsh. 
Lorain—C. P. Hitchcock. 
Lucas—W. H. H. Reeder. 
Mahoning—Allen Hellawell. 
Marion—L,. V. Uncapher. 
Mercer—Radabaugh & Hoyng. 
Morgan—H. M. Becket. 
Putnam—J. C. Light. 
Seneca—Mary L. Noble. 
Stark—W. L. Alexander. 
Trumbull—F. W. Adams. 
Tuscarawas—Edgar A. Walter. 


The reports brought out the main causes of 
demoralization, viz: the small-fry agent in some 
other business writing a small amount of insur- 
ance; lack of co-operation; outside brokers: 
overhead writing by city agents and companies; 
multiple agencies; inordinate greed of compa- 
nies; indiscreet special agents. 

L. L.. Rauh reported for Cincinnati, and made 
stinging references to companies maintaining 
non-board agencies." He paid his respects es- 
pecially to the companies represented by Myron 
C. Long, F. J. Blain and Simon Sturm. He 
also said irresponsible board agents assisted in 
the demoralization. 

M. L. Alexander, of Canton, told of the va- 
rious systems of overhead writing as practiced 
there by companies, agents, and outside brok- 
ers. Canton is the home of blanket policies 
owing to its manufacturing interests Mr. 
Alexander has proceeded on the theory that if 
companies were determined to write such forms, 
the locals should have the business. He has 
Succeeded in saving several that would have 
gone to outside connections. The Ohio specials 
attempted to curtail and finally stop the blanket 
form, but owing to lack of co-operation did not 
succeed. Several specials loudest in their pro- 
test failed to materialize at the appointed meet- 
ing at Canton when the matter was to have been 
acted upon. 

O. M. Stafford’s report on Cleveland was in- 
teresting and instructive. He reviewed the 
work of the committee of fifteen and its failure 


to effect an organization that had the attributes 
of permanency. He gave the causes of the 
unsatisfactory conditions in Cleveland as (1) 
the failure of Cleveland agents to stand to- 
gether; (2) the greed of companies to get more 
business than they deserve, this breeding mul- 
tiple agencies, excessive commissions, the over- 
crowding of the local ranks, rebating, and 
and rate-cutting; (3) salaried local representa- 
tives, commission and salaried representatives 
being unable to live together without a strain, 
thus producing friction and trouble; (4) over- 
head writing from New York and outside points, 
accentuated by the formation of trusts. 

Some counties reported conditions as satisfac- 
tory with harmony prevailing. 

County Organizations. 

Chairman Geer of the executive committee 
felt the pulse of the members as to the practi- 
cability of every county having its own organi- 
zation with every agent in the county as a 
member, if possible. He thinks if this be done, 
all rating organizations can be dispensed with, 
the Ohio Inspection Bureau furnishing the 
rates. He believes this to be the most effective 
method of promoting the interests of the locals. 
Already Tuscarawas and Champaign Counties 
have such organizations, and both are success- 
ful. Secretary Walter of New Philadelphia, of 
the Tuscarawas County Association, gave a re- 
port of the workings of the organization, and it 
elicited quite a little intererest. It comprises 
several good-sized towns. Some of the field 
men expressed their disapproval of the idea 
when it came to the larger cities, but the locals 
are in sympathy with the movement. It will 
be a subject for discussion at the Columbus 
meeting. 

The Agents’ License Question. 

At the Columbus meeting last spring a reso- 
lution was adopted instructing the legislative 
committee to change the present license law as 
follows: 

RESOLVED, That the president of this association ap- 
point a legislative committee of six from the members 
of this association, and that said committee be and is 
hereby instructed to formulate a bill amending or re- 
pealing the present agents’ license law, whereby $2 per 
annum is now charged every fire company for each 
agent appointed, and providing for a license for each 
fire insurance agent or solicitor of not less than $25 per 
year, ‘‘regardless of the number of companies represent- 
ed,” the committee to investigate and to take such steps 
as are necessary. 

The committee desired to obtain an expres- 
sion from the members as to the size of the 
license fee. Some suggested that the company fee 
be increased and there be no agents’ fee. Others 
suggested a company fee of $5 and have a mu- 
nicipal ordinance regulating agents’ fees or re- 
quire agents to take out a county license. In 
regard to the municipal ordinance, it is argued 
that the ‘‘side-issue’’ agents would be able to 
defeat such a measure, they being able to wield 
more influence with the town council in most 
cases than the few legitimate agents. The whole 
matter was left with the legislative committee of 
which F. C. McElroy of Columbus is chairman. 


+ ++ 
The matter of amending the resident agents’ 
law to protect the local agent against the non- 
resident broker, was also left with the legisla- 
tive committee. The association approved the 
resolutions adopted at Buffalo. 

Overhead Writing. 

The subject of overhead writing occupied 
considerable attention. Sundry charges were 
made against some companies. These will be 
thoroughly investigated. One of the complaints 
was from towns within a radius of 100 miles of 
Cleveland wherein Cleveland agents were ac- 
cused of invading outside territory to the in- 
jury of local agents in this field. One of the 


questions for the Columbus meeting will be to 
define overhead writing clearly. At present 
there are diverse ideas as to how far local agents 
should be restricted. Some held that where a 
company was not represented in a town an 
agent in another town had the right to write a 
line in said company on property in the first 
town if offered to him. Others contended it 
would be an injustice to the locals of the first 
town for agents in another to write it under any 
circumstances. Undoubtedly the Cleveland 
agents are unfair in raiding outside fields, but 
they accuse agents of these towns of writing 
Cleveland property. 
The Country Agents. 

The association now will largely devote its at- 
tention to agents in the smaller places. The 
$25 license fee is intended as a direct benefit to 
them. It will have no effect in larger cities, 
but the agents there are willing to pay it to help 
the country agents. Several suggested a graded 
system of agents’ licenses from $25 up accord- 
ing to population. This, in the opinion of good 
legal talent, would mean class legislation, and, 
under the laws of Ohio, would be unconstitu- 
tional. The manager of the association will do 
much to assist the country agents. 


++ ++ 

It is thought that the new plan of assessment, 
10 cents for each $100 premiums, will not be 
pnt into effect until January 1 next, the levy 
being, therefore, based on 1899 business. The 
large membership additions with $2 dues will 
carry the association the rest of the year. It is 
expected that by January 1 the State will be 
thoroughly organized. 

The legislation committee will prepare for the 
coming Legislature, and each member will be 
expected to do his utmost with his representa- 
tive and senator. 

J. J. Wemple’s Address. 

On Thursday evening, J. J. Wemple, secre- 
tary and manager of the Ohio Sash and Door 
Company, gave an address on ‘‘Fire Insurance 
and the Insurance Agents from the Standpoint 
of the Assured.’’ He called attention to some 
of the abuses in the business. He said the as- 
sured wanted to deal with an agent who pos- 
sessed intelligence, common sense, integrity 
and enterprise, who represented fair and square 
companies. He said the assured expected good 
insurance at reasonable rates. He stated that 
the best agent was one who could hold his busi- 
ness under equal conditions. Referring to ad- 
justments, he deplored the fact that some ad- 
justers felt it their duty to scale losses, He said 
the idea should not be to adjust a loss as low as 
possible, but to give an honest estimate, dollar 
for dollar. He said the adjuster for the assured 
was a curse to the business and should be elimi- 
nated. The remarks were well received. 

A motion thanking the Cleveland agents for 
their hospitality was passed, Mr. Buchman re- 
sponding. 

The slogan now is, ‘‘On to Columbus.” 


CONVENTION SNAP SHOTS. 


Mrs. Mary L. Noble of Tiffin, and Mrs. Haw- 
thorn of Troy, were the lady delegates present. 
Mrs. Noble’s report of Seneca County was re- 
ceived with great applause. 

The lightning calculators of the executive 
committee met with keen embarrassment. There 
are about $7,000,000 of fire premiums in Ohio. 
The committee, in recommending an assessment 
to defray the expenses of the association, calcu- 
lated at 20 cents per $1,009 of premiums in an 
agency. The plan was elucidated in detail, the 
report stating that if all the premiums were rep- 
resented, it would net the association $14,000. 
After a long discussion, W. H. H. Reeder of To- 














13 





2 THE WESTERN UNDERWRITER. 





ledo, threw a bombshell by stating that 20 cents 
on $7,000,000 would only be $1,400. The math- 
ematicians on the committee wilted, and had 
to revolutionize their calculation. 

The nestor of the Cleveland local agents, Ma- 
thias Buchmann, was happy in his cordial sen- 
timent to the visiting agents. 

Youngstown had the largest delegation, Can- 
ton and Akron came next. 

Alexander, of Canton, was the most pictu- 
resque figure of the convention. He showed 
with great clearness how eleven different species 
of overhead writing existed at Canton. 

The Cincinnati delegation consisted of Louis 
I, Rauh, Charles A. Farnham and J. M. Sears. 
They did some effective talking. 

Frank E. Lauterbach, of Columbus, was voted 
to be the most handsome delegate present. Col. 
John C. Bloomfield, of Akron, will file notice for 
a contest. 

Allen Hellawell, of Youngstown, was one of 
the ‘‘grand old men”’ of the convention. He 
impressed all by his kindly and cordial manner. 

The delegates all meant business. There was 
no foolishness, no great scattering of fire. Every 
shot told. 

President Jackson is at home inthechair. He 
dispatched business without any parleying. 

Louis Rauh did not mince words in discussing 
the Cincinnati situation. O. M. Stafford’s talk 
on Cleveland was also a concise, vigorous state- 
ment of disintegrating factors as he saw them. 

The delegates were not afraid to call things by 
their proper names. Companies, which the del- 
egates felt were out of line were named with- 
out fear? 

P. W. Ward, of the Travelers, candidate for 
Representative in the next General Assembly, 
was present at one session. 

Vice-President Neale occupied the chair 
Thursday evening, and he presided with grace 
and dignity. 

When Geauga County was reached, H. F. 
Canfield was called upon to respond, he having 
been appointed by the Secretary. A gentleman 
arose, and President Jackson said: ‘‘Is this Mr. 
Canfield?’ The response came, “No, sir; Mr. 
Canfield has been dead four years.’’ ‘‘What is 
your name?’’ Mr. Jackson asked. ‘‘John 
Smith,’’ was the reply, and the unfamiliar name 
was greeted with roars of laughter and applause. 
Mr. Smith does special work for the Ohio Farm- 
ers, and on his satchel is incribed ‘‘John Smith, 
Ohio.’”” Mr. Smith told of the harmony and 
good practices in his county. A. W. Parsons, as 
a former resident of the county, said the splen- 
did conditions could well be explained, as there 
was only one agency there, that being Mr. 
Smith’s. 

C. P. Hitchcock, of Lorain, was one of the 
solid men of the convention, 

Wm. Welsh, of Mt. Vernon, carried the ban- 
ner for Knox County. 


IN THE HOTEL LOBBY. 


The long and short of it, McAninch and Parks 
of Cleveland were in full blast. 

Secretary Jenison of the Commerce of Albany 
was noted ‘among those present.’’ 

Fred Storm of Lake County, whose ‘‘agri- 
cultural partner’’ is Frank Carroll of Cleveland, 
held sway in the buffet. 

J. W. Cochran of the Ohio Inspection Bureau 
was present, but lacked his golf suit. 

The new union commission agreement was 
the main subject for discussion. 

The beautiful little daughter of Special Agent 
Cc. B. Corry of the State, of Illinois, with her 
winsome manner, wealth of dark hair and raven 
black eyes, was the pride of the lobby. 

One spectacular young gentleman left a 
‘call’? for 8 o’clock Friday morning. He slept 





until 4:15 that afternoon, and is still a day be- 
hind in his calendar. 

Secretary Ross of the Western Mutual was 
there on “‘all fours.’’ Secretary Vernon of the 
Ohio Mutual, iridescent and opalescent, was a 
popular favorite. Col. Ross and he tied for first 
place, however, in the ‘‘ ’escent.’’ gang. 


Hall, of Akron, was the political hero of the 
lobby. 

Oswald, of the Northwestern National, at 
Cleveland, had a new stock of stories. 

Fred. P. Thomas, of Cleveland, did the hon- 
ors in most excellent style by entertaining some 
of the visitors at the quaint old Union Club on 
Thnrsday. 

Arnold, of Bellefontaine, stacked high. 
left ‘‘ Dick ’’ Huggard in the shade. 

Roland Reed, the actor, stopping at the Hol- 
lenden, was often taken for a local agent. 

Col. Monroe, of the New York Underwriters, 
was frequently taken for Thomas H. Geer, of 
Cleveland, and vice versa. Both felt flattered. 

Bernard T. Duffey, formerly Ohio special of 
the Rockford, was in the lobby greeting old 
friends. 


He 


The specials were there in large numbers to 
discuss the new commission deal, Among those 
noted were Reed, of the Manchester; Monrose, 
of the Continental; Smith, of the German of 
Freeport; Morgan, of the Home; Hecox, of 
the American of Philadelphia; L. J. Bonar, of 
the North America; Rice, of the German of 
Wheeling; Wright, of the London; Bell, of the 
North British; Daniel, of the Northern; Gooch, 
of the L. & L. & G.; Huggard,of the Springfield; 
Raynolds, of the Connecticut; Dye, of the 
Royal; Corry, of the State, of Illinois; Wein- 
land, of the Fire Association; Wasson, of the 
Franklin of Philadelphia; Brooks, of the Ni- 
agara; Hebgen, of the Security; Herman, of 
the Spring Garden; Lattimer, of the German 
of Pittsburg; Julian, of the Agricultural; Sage, 
of the German American; Smith, of the Ohio 
Farmers; Underhill, of the Westchester. 

The local reception committee of Cleveland 
agents consisted of: 
D. C. Ault, 

Henry M. Brooks, 
A. K. Brace, 

M. Buchmann, 
H. H. Culp, 

A. R. Davis, 

C. L. Douglass, 

P. W. Flicker, 
Thomas H. Geer, 
Fred S. Geer, 

T. C. Goss, 

H. G. Hopkinson, 
F. S. Hoskins, 
Walter F. James, 
J. H. Johnson, 

W. H. Kees, 
Herman Koeppel, 
Herman Lahrheim, 


James W. Lee, 

H. R. Manchester, 
W. B. Maxson, 

O. M. McAninch, 
A. W. Neale, 

Geo. H. Olmstead, 
Leanard Parks, 
A. W. Parsons, 
W. D. Post, 

J. L. Rice, 

J. A. Seaton, 
Belden Seymour, 
C. X. Schlaudecker, 
Cc. C. Shanklin, 
O. M. Stafford, 
Fred P. Thomas, 
E. B. Tidd, 

B. G. Tremaine, 


BANQUET HALL PLEASANTRIES. 


The Cleveland agents are right royal enter- 
tainers. On Thursday evening a ‘‘smoker’’ was 
announced at the Century Club. Instead, it was 
a full fledged banquet. The club is on the 
fifteenth floor of the New England Building. 
The hosts announced that the guests could use 
the elevator or walk up at their option. The 
menu was elaborate, the club rooms were ele- 
gant, and the arrangements were perfect in 
detail. 

There was no regular master of ceremonies; 
the spirit moving the assemblage to call on any 
person they saw fit. 

A. R. Davis, of Cleveland, a clever raconteur, 
made some great hits. 





Walter Sage, of the German American, and 
Fred Brooks, of the Niagara, did the talking for 
the field men. 

Good stories were told by Leonard Parks of 
Cleveland, John E. Smith of Chardon, A W. 
Parsoys of Cleveland, J. M. Sears of Cincinnati, 
A. W. Neale of Cleveland, and others. 

O. M. Stafford's dialect stories were well told, 
and interesting. 

After adjournment there were a few “‘quiet 
games,”’ 

M. Buchmann’s expressions of good will from 
the Cleveland agents were replete with tender 
sentiment. 


The Northwestern Meeting. 
Special’. 

CHICAGO, Sept. 27.—About 400 special agents 
are present at the annual meeting of the North- 
western Association which opened at the Audi- 
torium this morning. Probably more interest 
is centered in this meeting than in any for years 
past. The week is a notable one in Chicago, 
Many officials and managers and many specials 
who are not members of the association are here 
on account of union matters, Philadelphia, for 
instance, has Messrs. Hollinshead, Porter, Iry- 
in, Beath, Paulding and Chubb, all officials of 
companies, present. Other prominent officials 
are met with elsewhere and Chicago may fairly 
be considered the center of insurance interest in 
the country to-day. There is a general air of ex- 
pectancy and uncertainty coupled with much 
exchange of opinions regarding the Union’s gra- 
ded commission move. Many specials have 
doubtless visited Chicago for the purpose of 


looking over the ground and _ conferring 
with the specials from their own field, 
President Whitney presided at the meet- 


ing in his usual masterly manner, and every- 
thing is going off without a hitch under his 
guidance. 

The afternoon session was devoted almost en- 
tirely to the reading of papers. The most in- 
structive and entertaining of these was the one 
by H. N. Kelsey of Chicago, on ‘‘On the Bridge 
of the Good Ship Underwriter.”’ Otto E. 
Greely, of Minneapolis, who is mentioned prom- 
inently as the next president, read a valuable 
paper on ‘“‘Anti-trust Agitation and the Highest 
Duty of the Underwriter.”’ Ex-Insurance Com- 
missioner E, H. Dearth, of St. Paul, who was 
down for a paper, was not presant and his paper 
was not read. 

A.H. McVey, a prominent insurance attorney 
of DesMoines, read an exhaustive paper on 
“*Trusts.’? Cyrus Woodbury, also prominently 
mentioned for the presidency, will read a paper 
tomorrow. 

There will be no regular association banquet 
this year, but several minor functions will be 
pulled off this and to-morrow evening. 

The annual address of Geo. W. Hayes, 
Jr., of New York, was strong. Its brev- 
ity was a delightful change from those of 
former years, and made it all the more effective. 
President Woodworth of the National Associa- 
tion of Local Agents said in part in his paper: 


Rates will continue to shrink and losses and adverse 
legislation to increase, unless there is a halt in the ap- 
pointment of incompetent and vicious agents, and unless 
the number of those in both classes which are already 
in the business is considerably reduced. All the powers 
on earth cannot secure a general enlistment of local 
agents for the preservation of the business while com- 
panies are to be found who limit their agents in a given 
neld tothe number of men they can induce to accept 
their supplies, and who will write business located any- 
where for anybody. Agents cannot enthusiastically 
lead a forlorn hope against the enemies of the business 
while managers and field men are pouring into the 
agency ranks a deadly cross-fire from flank and rear. 

In considering inimical legislation we should not 
overlook the fact that when state officials talk agreeably, 
oreven favorably, it does not follow that they will take 
the initiative in placing the insurance business in the 
right light before the people, nor in efforts to secure the 
legislation we need. Statesmen are all pol ‘icians and 
politics is a business that keeps anyone who is enga) 
in it so busy in trying to satisfy his supporters that he 
has little time and strength to devote to matters that 
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will not affect his political future. This is not a criti- 
cism of men in office or of those seeking office; it is 
simply a statement of conditions that prevail and that 
will continue until we all become angels. This being 
the case, if the legislative needs of the business are 
secured it must be through the constituents of legisla- 
tors, the local agents, and the necessary legislation can 
not be obtained by a few agents even if they are the best 
in the state. Itis numbers that count in politics, and 
there should be an organization in each state, including 
all the agents therein. We think our association is 
adapted to the work of opposing restrictive and destruct- 
ive legislation, and hope, that unless a better organiza- 
tion can be formed immediately, our services will be ac- 
cepted. If we are to dothis work we shall need your 
hearty and practical assistance. Our members have 
neither the time northe means to thoroughly canvass 
for membership and it is very difficult for us to reach the 
village and country agents who are a power in politics. 
Here is the opportunity of field men. Their other duties 
bring them in touch with all the agents, and none so 
well as they can explain to them the purposes of our 
association, nor so well impress them with the fact that 
it has the approval of both field men and managers. 

The present era good feeling which you have brought 
into existence by your prompt response to the requests of 
local agents, and your hearty recognition of our Associa- 
tion, presents the golden opportunity to add to and to 
strengthen the bond between agent and company. If 

ou accept the opportunity you will justly be honored 
toe the happy results sure to follow; if you decline or 
neglect the opportunity you assume a grave resposibility. 
If promises are not forgotten, if agreements are kept, if 
incendiary methods are avoided, if corrupting competi- 
tion is decreased, if cooperation is continued, it will be 
well for all of us; if not, it will be ill for all of us. Do 
you ask, has not the agent some responsibility also? He 
certainly has, proportionate to his ability and power. 
The greater ability and all material power being vested 
in field men and managers, their responsibiliiy is mani- 
festly much greater. 

It may be said, to sum up the present situation, that 
the fire insurance business isin a critical condition, and 
that local agents are in the greatest immediate danger. 
The blame for the present status need not be considered 
extept to note that it attachesto all engaged in the busi- 
ness, All being practically agreed upon the remedies, 
mutual helpfulness and cooperation among all classes 
engaged in the business, are required in applying them. 
The National Association of Local Fire Insurance Agents 
volunteers its services. The opportunity and responsi- 
bility are yours. 

If to any man my appeal seems too imperative let him 
consider that I occupy a position unsought by me, and 
burdened with duties that I would gladly resign to an- 
other. I love my business and love all engaged in it, 
aud it is because of this love that I do not ignore the 
faults of my fellow-agents. nor the duties of those occu- 
pying higher positions. We stand here today on com- 
mon ground facing acommon enemy, who is intrenched 
behind every human weakness and every incentive to 
human greed, and would be false to the trust imposed 
upon me by God and man if I neglected this opportunity 
to speak the truth as I see it without reservation or lim- 
itation. 


Papers were read by various field men and 
others that were particularly interesting. 


Greenwich Western Arrangements. 


George K. March, formerly New England 
special agent of the Imperial, has been ap- 
pointed special agent for the Greenwich for 
Indiana and Michigan with headquarters at 
Hillsdale, Mich. Mr. March is well acquainted 
in Michigan and Hillsdale. He is a brother-in- 
law of J. R. Sutton, special agent of the Royal. 
Charles M. Vogel, of Cincinnati, will hereafter 
handle Ohio and West Virginia for the Green- 
wich, while J. P. Puels, formerly assistant special 
agent at Cincinnati, will have charge of Iowa 
and Nebraska with headquarters probably at 
Des Moines. These changes are all in the 
newly created Western department at Chicago 
under J. P. Hubble as general agent. 


Wanted to See Dewey. 

Asecretary of one of the big insurance com- 
panies in New York received a letter from an 
up-country agent who wanted tosee the Dewey 
parade. The letter read as follows: 

“My Dear Mr. Brown—I am planning to come 
down to see Dewey and the big parade. Will 
you please secure a room on the second floor of 
the Imperial which will face out upon the line 
of march? I would be willing to pay two dol- 
lars a day for it, or if you couldn’t get a good 


one for that, perhaps I might pay two dollars 
and a half, 


Yours very respectfully, —_—_——_—..” 
Mr. Brown replied to his agent to the effect 
that unfortunately the 100m the gentleman 
wanted was taken, all of the rooms on that floor 
having been rented for $50 a day during the 
the celebration. The effect upon the up-coun- 

try agent, while unknown, can be imagined. 


THE OHIO & W. VA. FIELD 


AFFAIRS AT CLEVELAND. 

The situation at Cleveland is at a standstill, 
awaiting definite action on the part of the 
Home. The delay in the adjustment of the 
condition of affairs in that city, while annoy- 
ing, is not causing any particular friction or dis- 
turbance. Agents in that city are a patient lot. 
They are also sanguine for the future, and are 
therefore not losing much sleep over the present 
status of affairs. Considering the large non- 
board element in that city, it is remarkable that 
rates are so uniformly maintained, in many in- 
stances increases from the special or competi- 
tive basis. Confidence is gradually being re- 
stored, as the new era of prosperity is being 
shared by all alike. A gentlemen’s agreement, 
s6 far as the maintainance of rates is concerned, 
is with few exceptions being generally observed. 
It is a question whether any rules or regula- 
tions further than this agreement can ever be 
better enforced or be more effective. 

SEEKS ADMISSION TO OHIO. 

J. M. Neuburger, of Chicago, manager of the 
Atlas Assurance Company, of London, visited 
the Ohio insurance department last week in the 
interest of having the Kings County Fire Insur- 
ance Company, of Brooklyn, admitted to Ohio, 
A full set of blanks was furnished the company 
upon which to make application, and the same 
when received will no doubt find favorable con- 
sideration at the hands of the Ohio department. 
The company is owned by the Atlas, of London. 


GUARDIAN WITHDRAWS DEPOSIT. 

William Tate, of New York City, represent- 
ing the Guardian Fire and Life Assurance Com- 
pany, of London, visited the Ohio department 
this week and withdrew that company’s deposit 
of $100,000. ‘Ihe Guardian’s business was re- 
insured by the Hartford in 1894 

++ ++ 
ALFRED PAULL’S EXPLANATION. 

WHEELING, W. VaA., September 25.—To THE 
Epitor :—Your correspondent in last week’s 
issue evidently tried to give a wrong impression 
as to the transfer of the Virginia Fire and Ma- 
rine Insurance Company from my agency. The 
change created no surprise, as he states, to those 
who are familiar with the facts, and nothing but 
the pleasantest relations exist between the com- 
pany and myself. The facts are simply these : 
The Virginia Fire and Marine I represented lo- 
cally, all my other companies I represent for the 
entire state, and I thought they were entitled to 
my city business, therefore the change. Very 
respectfully, ALF’D PAULL. 

CLEVELAND TO BE RATED. 

Manayer Cochran, of the Ohio inspection bu- 
reau, is now preparing to rate Cleveland, giving 
the city a new schedule. Superintendent Pat- 
ton will have charge of the work, as he is sta- 
tioned in the city. Mr. Cochran, however, will 
give the matter considerable attention. Thus 
far the bureau has only made rates on risks 
where members of the exchange applied for 
them. 

SEELEY APPOINTED SPECIAL. 

The Providence Washington having entered 
Indiana, a re-division of the Michigan, Ohio 
and Kentucky field has been made. A. C. 
Speed, who had the representation as special 
agent and adjuster for the three states named, 
now assumes charge of Michigan and Indiana, 
and C. L. Seeley, of Columbus, formerly with 


the Saginaw Valley, has been selected to repre- 
sent the company in Ohio and Kentucky. Mr. 
Speed will continue his headquarters in Toledo 
for a while, but will eventually move to Detroit 
He has made many friends in the Ohio field. 
ATTITUDE OF OHIO COMPANIES. 

Ohio agents are manifesting the greatest in- 
terest in the action of the Union in increasing 
commissions from 15, to 15, 20 and 25 per cent. 
The conditions in this state had much to do 
with the determination of the committee to take 
the radical step. It is a well recognized fact 
that Union and 15 per cent. commission com- 
panies were worse off in Ohio than perhaps in 
any other state within the jurisdiction of the 
Western Union. The facts that many foreign 
companies, which are as a rule 15 per cent. com- 
panies, on account of the $100,000 deposit law, 
were kept out of the state, and that Ohio isa 
great state with large premium receipts, have 
induced many American companies to enter 
within the past few years, and there have usual- 
ly been excess-commission companies. Within 
the last three years, probably thirty-five com- 
panies have come in, and they have generally 
succeeded in getting a good income on account 
of their graded commission plan. The result 
has been that the larger and 15 per cent. com- 
panies have lost some of their premiums to the 
newcomers. 


The Ohio companies will, for the most part, 
act together on the proposition of joining or 
staying out of the Union, There is some talk 
of a meeting being held to consider the matter. 
In any event the Ohio companies will hardly 
take the initiative in a move to join the Union. 
There is only one Ohio company, the Franklin, 
a member of the Union, and, if common report 
is to be relied upon, that is an Ohio company 
only in name, being controlled by the Hartford. 
The other Ohio companies are all non-union, 
and, with the possible exception of one or two, 
there would be no disadvantage to them in be- 
coming members. A home company always 
has an advantage as such on otherwise even 
terms, and as most of the Ohio companies oper- 
ate principally in this state, they have only to 
take care of their interests here. It is simply a 
question if, when the time for a general lining- 
up comes, they would lose more premiums and 
good business by going out of the Union agen- 
cies than non-union ones. They will be able to 
hold their own as Ohio home companies in 
either Union or non-union offices. The Ohio 
companies will probably be the last of any to 
act with regard to joining, but it is believed 
they will find it to their interest to do so. It is 
not expected, however, that the Teutonia, of 
Dayton, for instance, will join, as its business 
comes largely from agents who represent it 
solely. It is a somewhat difficult matter to de- 
termine just who are the agents of the Ohio 
companies, as they are not required to be 
licensed. 

One big factor in Ohio to be considered is the 
state mutuals, which of course will be non- 
union. On account of the mutuals, some agents, 
in the large cities principally, will probably 
have to divide their business into two agencies. 
The Ohio mutuals are different from the stock 
companies, in that they do own the business, 
and the assured will stay with them every time 
in preference to taking an agent's advice. The 
agent merely makes collections for the com- 
pany, and if he becomes a “ Union”’ agent he 
simply loses his mutual business, and the mutu- 
als appoint some other agent. Probably in 
many cases a convenient relative or clerk will 
be utilized. 

On the whole, it is not believed Ohio com- 
panies will suffer, no matter which course they 
pursue. 
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~ AMONG CASUALTY MEN. 


ACCIDENT INSURANCE QUESTION. 

A matter involving interesting questions of 
fact and law surrounding an accideut insurance 
policy has been presented to Superintendent W. 
S. Matthews, of Ohio. On July 5, this year, J. 
J. Pullen, a traveling salesman, of Columbus, 
fell from a High street car and was injured in 
the groin—a gland being injured so that it had 
to be removed. He had taken a $10,009 acci- 
dent policy calling for $50 a week sick benefits, 
from the local agent of the Central Accident, of 
Pittsburg, a short time before the accident, but 
had not yet paid for it. After he was hurt he 
called the agent, S. S. Sargent, in and paid for 
the policy. Both sides agree so far. Mr. Sar- 
gent claims that Pullen told him at that time 
that he was confined to his bed by an attack of 
malaria; that if he had known that he was then 
suffering from an accident received after the 
date of the policy he would not have taken the 
money. Mr. Pullen denies that he made sucha 
representation. The case was presented by At- 
torney Henry, of Columbus, for Mr. Pullen, 
and the company was represented by its 
agent, Mr. Sargent. Captain Matthews heard 
the statements and told the parties that the 
questions were not such as he could pass upon 
and suggested that they take them to the courts. 
Mr. Pullen was laid up nine weeks ani claims 


$450. 


SELECTION IN LIABILITY. 


The Bulletin of the Travelers says : 


In an increasing degree the liability underwriter is 
scrutinizing the risks which come before him. This does 
not mean merely that he is looking more carefully for 
the disclosure of wage expenditure and of other essen- 
tial facts required by the application blank. He is do- 
ing that and he is trying also to ascertain the disposi- 
tion of the applicant in the general administration of 
his business and in the matter of his relations to the in- 
suring company. 

Does the insured realize that his interests are identi- 
cal with those of the insurer? Does he see that if he 
encourages a disposition on the part of his employes to 
make claim forinjuries incidental to their occupation 
because the immediate loss falls on the indemnifying 
company, he is but increasing the expenses incident to 
the insurance and so assisting in forcing an increase in 
rates or in preventing a reduction ? 

Does he appreciate the fact if he gives aid und comfort 
to a claimant instead of assisting by every means in his 
power to secure a fair and reasonable settlement, as he 
would do if he were not insured, he is encouraging the 
claim-hunting practices of a certain breed of lawyers? 

Is he alive to the truth that to communicate toa pos- 
sible claimant the fact that he is carrying liability in- 
surance or to refer a claimant or any representative of 
a claimant to the insurer may, and frequently does, pre- 
vent the reasonable, natural and amicable adjustment 
of the matter warranted by personal relations and in- 
fluences? Does he feel that he should be fair to the 
company as he wishes it to be to him, that deficient 
pay-roll estimates and ‘‘jockeyed”’ wage statements are 
just as discreditable to him as it would be to the com- 
pany totake advantage of him in any way ? 


++ ++ 


RESIGNATION OF MANAGER VICTOR. 

No great surprise is felt in the announcement 
of the resignation of Ludwig Victor, organizer, 
vice president and manager of the Great East- 
ern Casualty. He will engage with another 
company. Several reports have been brewing 
regarding the company, as internal dissensions 
have been a disturbing element. Reinsurance 
rumors have been rife for some time. 


-+ ++ 


CASUALTY APPOINTMENTS. 
The following are recent casual appointments : 
OHI). 


American Bonding and Trust 
Cleveland. ; 
Continental Assurance of North America—J. T. Yarick, 


—Chapple & Coughlin, 


Elyria ; John Baugh, Bellaire; Hugh Gorman, Cleve- 
land; E. KE. Thomas, Malta; lL. M. Woodford, Cam- 
bridge ; G. C. Varnum. Miller 


Lloyd's Plate Glass—Hutchins & Hamin, Portsmouth, 

Standard—A,. G. Smith, Cardington; E. S. Monce, 
Nelsonville. 

Travelers—John Memmer & Son, Akron ; 
Burton ; F. B. McKeehan, Hillsboro; L,. 
rengo ; J. B. Downing, Middleport. 

U.S. Casualty—C. O. Gansel, Cincinnati. 


G. H. Ford. 
H. Ashley, Ma- 
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MICHIGAN. 
N. Y. Pt. Glass—Ives M. Pegg, Morenci. 
U. S. Casualty—Bartlett & Begg, Lanning; Frank G. 
Dennebacker, Mt. Clemens. 


++ ++ 


CASUALTY NOTES. 


J. S. Trammell gets the 
at Martinsburg, W. Va. 


The New Amsterdam Casualty Company has 
been admitted to California. E. F. Green has 
been named general agent. It will write a salary 
guarantee business in that state. 


Fidelity and Casualty 


W. M. Byrne, New York city manager of the 
Union Casualty, will, in a short time, go to St. 
Louis to take charge of the Maryland Casualty’s 
business for part of six states. He will thus 
look after the bulk of the Union Casualty’s 
business recently taken over by the Maryland. 


The General Accident Assurance Corporation 
has completed arrangements to take over the 
entire burglary business of the New York Ma- 
rine Underwriters, which were the pioneers in 
writing burglary risks in this couytry. The 
well known firm of Chubb & Son, who were at- 
torneys for the underwriters, have been ap- 
pointed general agents in New York City for 
the General Accident. 


MICHIGAN NEWS. 


THIRD DISTRICT CONDITIONS. 

Deputy Inspector West, of the Third Michi- 
gan District, has returned to Grand Rapids, 
after a trip to several points in his territory 
looking after prospective building operations. 
He is authority for the statement that he finds 
affairs generally in his district in a good condi- 
tion. He is not one of those who think that 
the insurance business of Grand Rapids and 


vicinity is in a totally demoralized condition. - 


“I don't believe,’’ said Mr. West, ‘“‘that ten per 
cent of the risks written in my district are 
writfen contrary to the advice given by the 
bureau. There is always more or less talk 
about rate cutting by the agents, but I amina 
position to see just what is going on and I don’t 
think the business is by any means in as des- 
perate a condition as some of the agents profess 
to believe. Every case of rate cutting that be- 
comes public is talked about so much that it 
gains undue prominence, while nothing is said 
of the dozens of risks written at standard rates. 
That at least is my explanation of the general 
impression that Grand Rapids insurance men 
are cutting eace other’s throats in their efforts 
to get business.”’ 


GRAND RAPIDS CLUB MEETS. 

The-regular monthly meeting of the Under- 
writers’ Club, of Grand Rapids, was held last 
Tuesday afternoon. The chief feature of inter- 
est was a report of the Buffalo convention by the 
club's delegate, Charles Holden. The report 
developed a number of interesting facts, and 
was much enjoyed by the club members. 

The local situation was straightened out some- 
what by the announcement by W. Fred. Mc- 
3ain that he would adhere to the agreement to 
change the established policy fees of 50 cents, 
and an indorsement fee of 25 cents, on the con- 
dition that he could withdraw upon the first au- 
thenticated report he received of any failure to 
live up to the agreement by any of the other 
agents signing it. This is hoped tosettle a mat- 
ter which has caused considerable friction in 
local insurance circles. 

AETNA GETS ARMSTRONG. 

George A. Armstrong, general adjuster for the 
Hartford in Michigan, will resign on January 1 
1900, to become Michigan state agent of the 


Aetna of Hartford. He will succeed Fred 
Speer who resigns. 


The Anti-Rebate papain. 


It would not be at all surprising if a meeting 
of the life insurance companies party to the 
anti-rebate agreement were catled at an early 
date, and if such a meeting resulted in a discus. 
sion of uniform commissions, possibly in a defi- 
nite resolution upon that subject. 

Within the past year dissatisfaction with the 
effectiveness of the agreement has been grow- 
ing. As is well known, this agreement was en- 
tered into by the companies in November, 1895, 
through the instrumentality of the then insur- 
ance commissioner of Massachusetts. It was 
signed by twenty-three companies, and provided 
that any agent detected and found guilty by the 
referee appointed to review the evidence should 
be dismissed from the service of his company, 
and should not be employed by any member of 
the agreement for the period’of one year. The 
Aetna Life, Connecticut Mutual, Travelers, and 
Northwestern declined to join. The avowed 
object of this extraordinary agreement was to 
remedy the apparent ineffectiveness of the anti- 
rebate laws, which were declared in the pream- 
ble to have proved generally a dead letter. It 
was thought that the referee, not being bound 
by the rules of evidence necessary to secure a 
conviction under state statutes, would be able 
to declare that a rebate had been given where 
the state courts would hesitate to so declare. 
In accordance with the provisions of the com- 
pact, the companies at once notified agents of 
its scope. Several companies, desiring to make 
their action more effective, went a step further 
and prepared pledges for each agent to sign in 
connection with every application, stating that 
no rebate had been given. It is now claimed 
that the failure of some of the companies to 
exact these pledges has done more than any- 
thing else to weaken the power of the agree- 
ment. It is known that some of the companies 
originally requiring such pledges have felt com- 
pelled to withdraw them’ under the stress of 
competition. 

The agreement worked smoothly at first, but 
in April, 1896, the Mutual Life became dissatis- 
fied with the decision rendered by the referee 
in the case of a Pittsburg agent, who gave a re- 
bate to the agent of another company. It noti- 
fied the-companies in the agreement that it con- 
sidered such a rebate in the nature of a “trade 
discount,’’ and would withdraw if the referee’s 
ruling were enforced. About one-half the com- 
panies supported the contention of the Mutual 
Life. A meeting was then called to consider 
an amendment to the compact allowing officers, 
agents and employes of life insurance compa- 
nies to receive commissions on policies on their 
own lives. A meeting was held May, 1896, and 
the proposition was defeated because it was be- 
lieved that to so limit the rulings of the referee 
would open the door to evasions of the agree- 
ment by the appointment as agents of parties 
desiring to procure insurance. The Mutual 
Life accepted this vote and continued asa mem- 
ber. It is stated, however, that the elimination 
of the so-called ‘trade discount’’ from the 
business has turned many supporters of the 
agreement into its enemies. 

Some fifty agents have been convicted of re- 
bating by the referee, largely upon the com- 
plaint of a single company, the New York Life, 
which, it may be said, has not only complained 
against agents of other companies, but against 
itsown. Early in 1898 it became apparent that 
the agreement was not accomplishing the re- 
sults anticipated. This was due to the fact that 
the number of complaints filed constituted 4 
very small proportion of the amount of rebating 
which it was believed was being done, and also 
because the rule in regard to the employment 
of convicted agents within one year was not 
being strictly enforced. In an attempt to ob- 











yviate the former difficulty. the National Associ- 
ation of. Life Underwriters at its annual mecting 
in 1898, adopted a resolution asking that local 
associations, as well as company executives, be 
allowed to file complaints. This request was 
fully met by the referee, but no complaint has 
yet been filed under this new ruling. There 
can be but one conclusion from this fact, viz.: 
that agents do not believe in attempting to stop 
competition by means of the anti-rebate agree- 
ment. So far as the discharge of convicted 
agents is concerned, no effort has been made to 
meet this difficulty. There was no provision in 
the original agreement for enforcing this part 
of the compact, and there is little doubt that 
some agents who have been discharged under 
the referee's decision have been re-employed by 
members of the agreement without waiting for 
the expiration of the designated period. The 
evidences of this fact are said to be too con- 
clusive to admit of its denial. Unquestionably 
many of the companies are observing their 
pledges in good faith, others are not; but none 
of the companies are bold enough to declare 
that none of their agents are rebating. In fact, 
it is currently believed, and has been so stated, 
that agents of all companies are rebating, and 
that many of the companies are cognizant of 
these conditions and permit them. 

The Germania Life, John Hancock, Equita- 
ble, and State Mutual have withdrawn from the 
compact since it was formed. Several others, 
however, are now seriously considering tie 
matter. They have become convinced that the 
compact is not effective, and that the compa- 
nies which are attempting to observe its provis- 
ions in good faith have merely tied their hands 
tor the benefit of those companies which covert- 
ly uphold their agents in rebating. Whether 
the apparent failure of the compact is due to its 
impracticability alone, or to this combined with 
bad faith, is perhaps immaterial; but it appears 
that a majority of companies are rapidly losing 
confidence in itsefficacy. The trend of opinion 
now is away from attempting to attack rebating 
directly, and toward assailing it indirectly 
through the commissions paid to agents. There 
isa growing belief that the conditions demand 
an agreement between the companies upon uni- 
form commissions, and this belief has been em- 
phasized by the recent action of the National 
Association of Life Underwriters. While the 
resolution adopted at Buffalo called merely for 
a change from flat to renewal commissions, it 
was understood at the time that this change 


* could not be accomplished without an agree- 


ment between the companies. Such an agree- 
ment must of course involve the fixing of max- 
imu commissions, and, as a result of the dis- 
cussion which has been going on for the past 
two or three years, that is the point to which a 
majority of the companies are looking to-day. 

Notwithstanding the apparent indifference to 
the rules of the anti-rebate agreement, none of 
the companies desire to see this compact broken, 
because of its moral effect. The resignations 
handed in will most probably result in a meeting 
to be called in New York City to discuss the 
Situation, As already intimated, if such a 
meeting is called, the discussion of uniform 
commissions cannot well be avoided, for it is 
understood that some of the companies will not 
continue unless something is done upon agency 
compensation. They believe the time has come 
when positive action should be taken to check 
competition between agents. 


The oratorical contest between Col. W. J. 


Bryan and Bourke Cockran at the Chicago Trust - 


Conference, seems to have overshadowed Attor- 


neys General Crow of Missouri and Jeff Davis of 
Arkansas. 
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THE LIFE INSURANCE AGENT. 
Jobn I. D. Bristol of the New York City 
agency of the Northwestern Mutual Life issues 
the following circular: 


Resolved, That agents hereafter appointed to repre 
sent the Northwestern Mutual Life Insurance Company 
in the New York City General Agency shall devote their 
whole time to securing business for such company. 
Adopted by a unauimous rising vote in Agency Meeting 
assembled, July 21, 1899 
To AGENTS 

In the evolution of correct agency methods in the 
business of life insurance this resolution is to playa 
most important part. In most general agencies an ap 
plication is looked upon as only to be obtained. The 
method is entirely secondary. Any one who can “influ 
ence” the securing of it is made a life insurance agent 
for the time being. Real estate agents and bookkeep- 
ers, janitors and fire insurance brokers, book agents 
and cashiers, are all compensated by managers for spy 
ing upon the labors of their own agents and regular life 
insurance men. The laws requiring agents’ certificates for 
parties receiving commissions are universally ignored 
In nearly every case an application accepted through 
these abnormai sources isa direct theft of the business 
in some instances worked to near completion by an 
earnest worker who seeks to make life insurance his 
profession. How that profession is belittled by such 
methods! Yet so almost universal is this common pil- 
fering by managers, and so interwoven with rebates 
and broker-helper ways are the every-day business meth- 
ods of general agency work, that individual failure in 
life insurance is becoming the rule rather than the ex- 
ception. Only within the present year one of the great 
racing companies mailed thousands of letters in this 
city inviting calls, implying-that money could be made 
by devoting a fractionai part of the day tothe company’s 
interests, and that instruction or experience was not 
necessary. The result of this official belittling of the 
company’s regular agents could have been easily fore 
told: A few fathers secured policies on their sons at 
much less than table rates: a few sons insured their 
fathers with a gift of the commissiuns; poor risks learned 
that their prospects of securing policies were better by 
acting as their own agents; and bookkee pers we re raised 
to the dignity of life insurance experts fora brief period 
The applications that would have gone tothe regular 
agents of the company as a result of their earnest work 
were thus “twisted” to ‘agents whose “agency” ended 
with the writing of their first application. 

How marked the contrast as to risk selection and 
agency protection are the methods of the New York City 
general agency of the Northwestern Mutual Life Insur 
ance Company! The real success of this agency dates 
from the adoption of the ‘‘no brokerage business’ reso- 
lution of May 15, 1893. The “higher law of agency 
resolution of July 21, 1899, 1s but the fitting and natural 
conclusion All honor to the earnest men who have 
brought such methods about. The writing of millions 
of collars of life insurance is coexistent with the found 
ing of a great general agency on such lines of moral ex- 
ecutiveness. Ten millions of business annually from 
such an agency is a far greater achievement than the 
entire year’s business of any racing company. The real 

Napoleons of life insurance ’ are the makers of the 
resolutions of May 15, 1893, and July 21, 184. While 
this is meaningless in its higher sense to managers and 
agents who employ helpers, pay commissions to any 
body, and recognize the seeming necessity of lowering 
the dignity of the business in some w: iy with nearly 
every application written, it should be of the most 
striking import to agents who are seeking the one 
chief requisite of real success—the recognition of the 
te ony that normal life insurance commissions should 
ve the compensation of /i/e insurance men, and be paid 
to the life insurance man who in reality lays the founda 
tion for the application. 

This brings us to the real life insurance agent. He 
should so conduct his business as to render his company 
largely indebted to him. The mortality accruing from 
his applications should be of the lowest, and can be 
made a chief source of credit in this direction. His 
policies should be so placed that no misunderstandings 
involving labored correspondence and home office at- 
tention canensue. His reports should never be delayed 
an hour. His bank balance, if of company funds 
should be in the company’s possession, for the reason 
that the company is safer than his bank. Each of his 
policy-holders should be a fully satisfied member of his 
company, and the entire routine of renewal collections 
so systematized that prompt premium payments should 
be the rule, and lapses and surrenders reduced to the 
minimum. The influence of such policy-holders is all 
powerful, and their kind words worth hundreds of 

‘helpers.”’ Five years of this will render the company's 
indebtedness to the agent a large one. In time it will 
approximate hundreds of thousands of dollars to a gen 
eral agency of such agents. A number of such general 
agencies with a conservative home office management 
will make any company the best company All of this 
is impossible with brokers or helpers, or agents whose 
applications are but occasional, and whose time and 
talents are devoted to other pursuits. The best of any 
thing can only result from the undivided efforts of the 
best minds toward the chief end sought. Aside from the 
protection due every real life insurance agent, the 
agency resolutions of May 15, 1895, and July 2 1804, are 
practical steps toward the greatest and best of life in 
surance possibilities. 

Life insurance expertness springs from mental gifts 
that are innate. Aside from a knowledge of the busi 
ness, it is the perfection of the art of salesmanship com 
bined with the most careful discrimination as regards 
human nature. Hence the many who are taught in life 
insurance to the few who succeed—and these in the 
main are self-taught, finding the goal of success from 
roads laid out by themselves. The encouragement to 


adopt life insurance held out to those who have failedin 
everything else is an abnormality associated w th re 
ae excessive commissions, and isa sad mistake 
The really successful insurance man, whose record is 
not built upon helpers, but upon his own personality 
would have made no failure in any pursuit he deemed 
himself adapted to. The finger of genius would un 
erringly point the way to some kindred profession 
Such life insurance men are not found among those 
with a multiplicity of pursuits. Their entire time, with 
all their talents and energy, is devoted to life insurance 
Time is the capital of life insurance experts. It is 
worth $12,000 annually from commissions on new work 
to the real workers under the new methods of the New 
York City general agency of the Northwestern. This is 
$40 per day. At this rate any “instruction” of sub 
agents who propose to make life insurance a minor pur 
suit or second ary to some average salary is a very costly 
occupation The failure of such men, aside from a pos 
sible misplaced application, is inevitable, and it is only 
a question of the number of such failures, with the de 
pressing associations attendant upon them and with un 
successful men, that will drag us down to mediocrity in 
our chosen profession, Founded in the higher faculties 
of men, life insurance teems with the ideal. A disre 
gard of these lowers us step by step until we reach the 
plane of the helper, broker, and rebater, and the life 
insurance official who indirectly encourages their de 
moralizing, discreditable, and indefensible work, 
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THE MUTUAL RESERVE REPORT. 

Life men in every direction are commenting 
on the report of Superintendent Payn on the 
Mutual Reserve Fund Life. The charges in the 
report have been filed with the Attorney Gen- 
eral of New York. He is to decide whe'her 
fraud has been practiced sufficient to warrant 
taking action. The only issue of this character 
will be the ‘bond statements.’’ The counsel 
for the company has directed its course in this 
regard, so if the matter comes to a focus, it will 
mean a legal battle. In considering a company 
of the size and prominence as the Mntual Re- 
serve, the interests of its policy-holders should 
be the foremost question. Competing com- 
panies will continue to hammer the institution, 
so will those who havea grievance or an alleged 
one. All this is cold comfort to the man or wo- 
man who has paid good money into the associa- 
tion. In this age of strife for supremacy the 
humble man in the ranks is forgotten. It is he 
who desires some assurances for the future. 
The seeker for revenge, the professional critic, 
the agent and company in competition, have no 
care for the Mutual Reserve policy-holder. The 
company’s theories, by its own acknowledge- 
ment, have proven fallacious, but it has attempt- 
ed to put its new business on a safer basis. The 
policy-holders who have been paying premiums 
should be granted all the protection possible, 
The forcing of such an institution into a receiv- 
er’s hands would mean disaster to those who 
hold its policies. Many could not find insurance 
elsewhere, others could not afford it at the at- 
tained age. They may have made a mistake in 
taking insurance on the assessment plan and ex- 
pecting absolutely secure indemnity, but that is 
no reason for wrecking the company and leay- 
ing them without the vestige of indemnity. The 
downfall of the Mutual Reserve would have a 
distressing effect on life insurance in all its 
phases. The assets and monies in the hands of 
the officers or in the process of collection should 
be guarded and handled with strict eeonomy. 


METROPOLITAN’S ORDINARY BUSINESS. 

The Metropolitan Life of New York has es- 
tablished an office at Cleveland with Charles D. 
Logan as superintendent of agencies of its 
ordinary department for Ohio, Michigan and 
Indiana. Mr. Logan has opened an office in 
the Cuyahoga building, and will establish ordi- 
nary agencies in addition to the industrial of- 
fices. The Metropolitan has shown a tendency 
for some time to work ordinary as a special de- 
partment and outside of its industrial agents 
and it is expected that its ordinary department 
will be pushed more vigorously in this section 
than heretofore. 
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AETNA GENERAL AGENTS TO MEET. 

The Aetna Life is preparing to hold a general 
meeting of its managers and general agents at 
the home office in Hartford. The company has 
never had its general agents all at Hartford at 
the same time and this will, therefore, be a new 
departure. It is expected that this will here- 
after be done once a year. 

++ ++ 
NO ASSESSMENT COMPANIES. 

There are now no assessment life insurance 
companies in Connecticut. The National Life 
of Hartford and the Connecticut Life, or as it 
was formerly called, the Connecticut Indemnity, 
of Waterbury, are in receivers’ hands, and the 
Hartford Life has now changed to the old line, 
legal reserve basis. 

++ ++ 
AMERICAN UNION CHANGES. 

Probably there are few agency managers in 
the country better and more favorably known 
in the field than Moore Sanborn, superintendent 
of agencies of the American Union Life. Mr. 
Sanborn has just been elected a director and 
third vice president of the American Union, 
which positions he will fill in addition to that 
of superintendent of agencies. Under Mr. 
Sanborn’s immediate supervision, the work of 
building up the agencies of the American 
Union has gone on steadily and successfully. 
The American Union is about the only one of 
the younger companies that can be said to 
have a general, well established agency force. 
The company operates practically all over the 
country, and it is no small task to handle the 
agency matters. That Mr. Sanborn has done 
this to the complete satisfaction of the company 
is evidenced by his accession to one of the posi- 
tions of official control. Mr. Sanborn succeeds 
Alfred J. Pouch, deceased, as third vice-presi- 
dent and director. 

The American Union has also made a good 
move in securing the services of A. J. Reed, for 
the past three and a half years superintendent 
of agencies at the home office of the Mutual 
Life of Kentucky, as manager for Ohio, with 
headquarters at Cincinnati. Mr. Reed will have 
charge of all sections of the state which are 
not now occupied by existing general agencies. 
Mr. Reed made an excellent record with the 
Mutual, and resigned owing to the extensive 
traveling entailed in the position. The Mutual 
has made great strides in the production of busi- 
ness, and this has been due to a considerable 
extent to Mr. Reed. Those two changes in the 
American Union certainly add strength to it, 
and show wise judgment on the part of Vice- 
President Whitney. 

++ ++ 
EQUITABLE LIFE WITHDRAWS. 

The Equitable of New York has withdrawn 
from the Anti-Rebate Compact. President 
Alexander thus addresses Referee Thomas B. 
Reed : 

Deeply impressed with the necessity of taking new 
and drastic steps to abate and so far as possible eradi- 
cate the evil of rebating, this society has carefully ex- 
amined the subject as well as the state of affairs existing 
at this time. We are reluctantly compelled to admit 
that neither legislation nor the compact between the 
companies has been effective toanything like the extent 
hoped for, Furthermore, we are advised that embar- 
rassing legal questions may at any time arise under the 
agreement entered into between the companies. 

The conclusion that we have reached is that there is 
but one way to stop the evil, and that is by removing, so 
far as possible, the incentive. Bonuses for given 
amounts of business, and the high rates of commission 
that have prevailed on first years’ premiums seem to 
make rebating easier than it should be. and the cure 
would appear to lie in the discontinuance-of bonuses. 
We have determined to abolish the policy above indi- 
cated, in fact we have done so, and we are glad to say 
that our agents have approved of our action. The new 
conditions will be in operation on January 1 next, and 


the compensation to be paid in connection with first 
years’ premiums will be so limited that rebating asa 








serious evil can no longer exist so far as the agents of 
the Equitable are concerned. 

If, as we hope, our example will be followed by other 
companies in respect to the manner of compensating 
agents, we may look for a new era in the fair and 
rational conduct of the great business of life insurance. 

The Germania Life was the first company to 
retire from the conpact. The State Mutual and 
John Hancock have resigned since January 1. 

++ ++ 
HENRY BOHL IS HONORED. 

The following resolution was unanimously 
adopted at the Ohio Superintendents’ Associa- 
tion of the Prudential, held at Toledo, Sep- 
tember 12: 

‘* Resolved, That this association will, to a 
man, return to our respective districts deter- 
mined to help our able leader, Hon. Henry Bohl, 
a gentleman to whom we all owe much for his 
able assistance and advice at any and all times, 
of whose ability and fitness for his position 
there is no question, to bring Ohio up during 
the balance of this year to a place she has never 
attained before.’’ The Covington, Kentucky, 
staff this week presented Mr. Bohl with an ele- 
gant and costly inkstand in gratitude for his 
services in addressing the staff in the past, al- 
though the state is not in his territory. 

++ ++ 
USURY WAS CHARGED. 

The Michigan Mutual Life won its point in 
the suit, at Columbus, Ohio, against James Wil- 
helm, as assignee of McClerg and others. It 
was contended that the Michigan Mutual had 
not the right to charge ten per cent interest for 
its money, on the ground that the legal rate in 
Ohio was only six, and by agreement no more 
than eight would be charged. The contracts 
for the Michigan Mutual in the McClerg case 
called for ten per cent, and this was fought bit- 
terly. Judge Galloway, to whom the qnestion 
had been referred, held that the contracts were 
made under the laws of Michigan, where it was 
lawful to charge ten per cent interest, and so 
sustained the attorney. The point that more 
than the rate of interest permissable under the 
contract had been charged on defaulted back 
payments will be considered later. 

++ ++ 
LIFE APPOINTMENTS. 
The following are recent life insurance ap- 


pointments : 
WEST VIRGINIA 

Prudential—J. J. Cooper, Wellsburg. 

New England Mutual—Lansing Farrell, Parkersburg. 

Provident Life—Wheeling—S. E. Grove, Harper's 
Ferry; B. N. Hughes, Charleston. 

Metropolitan—Wm. H. Gaston, Chester; B, F. Jacobs 
and Hamilton Crawford, Wheeling; G. S. Dunbarger 
and C. G. Howes, Parkersburg. 

Royal Union—F. W. Hartwell, Wheeling. 

Columbia Relief Fund—A. L,. Beard, Wheeling; Leroy 
Darnold, Clarksburg. 

Penn Mutual—W. D. Paden and W, T. Rittenhouse, 
Parkersburg 

U. S. Benevolent Society—A. Hunter Smith, Parkers- 
burg. 

icon Life—F. R. Parshall and J. P. McKee, Pitts- 
burg, Pa. 


LIFE NOTES. 


Assistant Hiatt, of the Prudential, at Zanes- 
ville, O., goes to Cincinnati, No. 2. R. L. 
Hooper has been appointed assistant at Chilli- 
cothe. 


N. R, Adriance, formerly associate manager 
of the Fidelity Mutual Life, of Philadelphia, at 
Cincinnati, has gone to Denver, and is in the 
railroad business. 

E. O. Howell, manager of the /nsurance 
Register of Philadelphia, has resigned and will 
travel in the West for the Hartford Life from 
the home office. 


The Security Trust and Life Insurance Com- 
pany of Philadelphia has opened an office in 
San Francisco and will write substandard risks. 
J. F. Leighton & Co., formerly of St. Louis, are 
handling the company’s affairs on the Pacific 


Coast, 





A. D. Hildreth, assistant superintendent of 
the Prudential, at Columbus, O., goes to Lima, 
O., tosucceed Superintendent E. Noonan. Mr, 
Noonan succeeds E. H. Riley, at Lafayette, 
Ind., who in turn succeeds H. G. R. Swartz- 
koph, at Detroit, No. 1. 


The Ky. and Indiana Superintendents’ Asso- 
ciation of the Prudential, which met at Terre 
Haute, last week, elected the following officers: 
President, W. R. Downing, of Evansville, Ind,; 
vice-president, W. A. Stanley, of Terre Haute: 
secretary and treasurer, J. J. Stanley, of Coy- 
ington, Ky. The next meeting will be held at 
Louisville in April of next year. 


The Independent Order of Odd Fellows Mu- 
tual Life Insurance Society, of Philadelphia, 
Pa., requests of the Ohio Department blanks 
upon which to make application to transact 
business in Ohio under the stipulated premium 
law. This society was incorporated and began 
business in Pennsylvania in 1873, and is classi- 
fied among the assessment life companies. 


The Fidelity Mutual Life Association, of Phil- 
adelphia, has changed its name to the Fidelity 
Mutual Life Insurance Company in furtherance 
of its intention to ultimately become a purely 
legal reserve life insurance company. At pres- 
ent the policies contain a modified safety clause, 
but even this last vestige of assessmentism will, 
in the opinion of many, be done away with on 
January 1. The company authorizes the follow- 
ing legal reserve statement as of July 1, 1899: 

Assets phe ee $2,752,140 
Policy-holders’ surplus...... $95,817 





UNIQUE. CONSERVATIVE. 
THE NATIONAL MASONIC 
PROVIDENT ASSOCIATION, 


OF MANSFIELD, OHIO. 


Is the only Company that has ever made a continuous 
success of the sick-benefit business. 


SOLICITORS WHO ARE MASONS WANTED. 





HAVE YOU SEEN 


—THE— 


NEW POLICY 


OF THE 


Provident Savings Life? 


IT IS THE BEST SELLING 
ON THE MARKET. 


Our Business For Several Months 
Past Shows an Increase 
of 100 Per Cent. 


William Boswell & Co, 


Managers Gentral Department 


CINCINNATI. 


Headquarters: - 
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Cincinnati 
} To CHICAGO. 





 CinciNAA MILT aXTOR y 


YOUR ACCIDENT POLICY 


Allows indemnity only for injuries that totally disable you 
from performing any and every duty pertaining to your 
occupation. The Preferred Accident Insurance Company 
of New York sells policies, at no greater cost, that pay 
benefits for both partial and total & bi 


isability. Get an Up- 
Cincinnati to-Date Policy and be happy. Drop a line to NELSON 
To INDIANAPOLIS. J. EDWARDS, Manager for Southern Ohio, 110 E. Third 


Street, Cincinnati. Telephone 2652. 


The Preferred has paid over $2,000,000 to Claimants. 





Best equipment and fastest line between 


Through Pullman car service to New York, IN THE WORLD. 





VESTIBULED portage 





St. Louis, Louisville, and Cincinnati. vat aanewe NEW YORK UNDERWRITERS AGENCY 





Baltimore, Philadelphia, and Washington. 
Pullman Buffet Parlor Cars between Cincin- 





ESTABLISHED 1864. 
Local Agents in all Prominent Localities In the 











F United States. 
Cincinnati Cincinnati ’ Aon 
nati and Columbus. To TOLEDO & DETROIT. To ST. LOUIS. Office: 100 William Street, New York. 
O. P. McCARTY, G. P. A., Crncrnnatt, O. A. & J. H. STODDART, General Agents. 
Incorporated 1878. L. G. FOUSE, President. 


Chicago's Insurance Printing House 


PRINTING AND SUPPLY DEPARTMENT, 


140-146 Monroe Street. W.M. ROSENTHAL, Manager. 


ALL KINDS OF PRINTING. 
SPECIAL FACILITIES FOR INSURANCE PRINTING. 


Handles the entire printing of several of the leading 
general departments at Chicago. 


TELEPHONE MAIN 5080. 


INSURANCE MEN 


SHOULD INVESTIGATE 


The J ewett 


TYPEWRITER. 


You need one in your business, as it is especially adapted to it. 
Send for Catalogue and reasons. 


DUPLEX-JEWETT TYPEWRITER CO. 


Branch Office : DES MOINES, IOWA. 
133 E. 4th St., Cincinnati. 








—THE— 


INSURANCE COMPANY 
OF NEW YORK. 


CHARTERED 1874. 














- EUGENE H. WINSLOw, President. 
DANIEL D. WHITNEY, V.-President. 
S. W. BuRTON, Secretary. 


CHAS. F. POGGE, State Agent, 


No. 164 La Salle Street, - CHICAGO. 





Metropolitan Plate Glas 


Oldest New York Company in its Line. | 


Assets, Jan.1,1899, - - $611,914.69 | 
Capital & Net Surplus, Jan. 1,1899, 362,117.96 | 


THE NEW POLICIES 


— OFr— 


THE FIDELITY MUTUAL LIFE 
OF PHILADELPHIA, 


Have Liberal Advance Dividends, Values, Options, Annuity and Total Disability Ben- 
efits, because the Company's Mutual Profit-Sharing Plan affords a large distributive 
surplus for policyholders 


No unnecessary restrictions as to incontestability, occupation, or travei 
Insurance in Force, over $76,500,000 
Assets, over 2,400,000 
Losses and Claims Paid, over abe 5,700,000 
Policyholders, over 35,000 


21 Years of Prompt Payment of Claims. 


Good Agencies tor Good Field Men on application to 
ALEXANDER McKNIGHT, Vice-President. 





ASSETS, $1,245,300. SURPLUS, $683,177. 
EVERY MAN insurance protection | | 
The Security Trust 
and Life Insurance Company, 


OF PHILADELPHIA, 


ROBERT E. PATTISON, presioent 


Stands Ready to Furnish Insurance to Healthy Risks on their Individual Merits 
through a System Peculiar to Itself. 


Don’t “Drop” such a Case, but get 
an Estimate from the nearest 
Security Office, and furnish your 
' ' client the protection sought 
N 





N. K. MEAD, HENRY C. QUIGLEY, 
| Manager for SOUTHERN OHIO, Manager for NORTHERN OHIO, 
55-56 Mitchell Bldg., Cincinnati, O. 1027 Garfield Bldg., CLEVELAND, O. 
| ORGANIZED 1867. Members’ Safety Fund 
RP 1,000,000. 


TARTFORD LIFE INSURANCE COMPANY, 


HARTFORD, CONN. 


Sells all Desirable Forms of Up-to-date Contracts. 


Ten-Year Renewable Term Policies. 
Ten-Year Non-Renewable Term Policies. 
Twenty-Year Option Policies. 
Twenty-Payment Life Policies. 
Seven-Year Distribution Policies, ete. 


| E. B. SAYERS, Central Manager, Chamber of Commerce Building, 
| Cincinnati, Ohio, will pay the largest brokerage for surplus lines; also 
makes renewal contracts with reliable men. WRITE HIM. 
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31 Camp Street, NEW ORLEANS, LA. 


GERMANIA "317202 Company, 


J. HASSINGER, President. 


ESTABLISHED IN /866. 





The Germania is managed on the lines of Fair and Equitable . 


ment and Prompt Payment of losses. 


submitted to 


S. F. REQUA & SONS, Gen’l Agents, 


los La Salle Street, 


OTTO T. MAIER, Sec’y and Manager. | 


Applications for insurance on 
Elevators and Grain and any other good business at 7Zariff Kates may be | 











Idjust- 


CHICAGO. 





MARYLAND CASUALTY CO., 


BALTIMORE. 
. —— paid incash........... 
Surplas 


Surplus to Pol olley-helders to ae 


rites desirable contracts covering 
Employers’ Viability, Workmen’s Collective, 


“| INSURANCE 


Public and Landlord’s Liability, Teams, 
Individual Accident, Plate Glass, Elevator, 


Automatic Sprinkler, and Steam Boiler... . 


The Highest Grade and Most Thorough System of Spepoctiens 
Guaranteed Elevator and Steam Boller Policy Ho 


The Only “ Non-Compact Company in Onio and DRODUCING AGENTS WANTED. 


The Strongest Casualty and Accident C 


$750,000 


$1,350,000 


ders 





BROWN & WATSON, General anomie Ohio and West Virginia, 
908 New England Building, Cleveland, Ohio. 
3 Masonic Temple, Cincinnati, Ohio. 


ORDINARY and 
INDUSTRIAL 
LIFE INSURANCE POLICIES. 


BOTH SEXES, AGES 1 TO 70. 


Policies Easy to Sell. 
Amounts $15 to $100,000. 


AG ENTS WA WANTED. 


The Prudential Insurance 
Company of America. 


_4OHN F. DRYDEN, Presioenr. 
Home Office, NEWARK, N. J. 
HENRY BOHL, Sup't of Agencies, Ohio and Indiana, COLUMBUS, 0. 









Ween Salvage Wrecking Agen, 


Handlers of all kinds of 


FIRE AND MARINE SALVAGE, 


Nos. 207 and 209 Madison Street, 


CHICAGO. 


SAMUEL GANS, Manager. 


Long Distance Telephone, 


Main Express 275. 


“Continental Assurance Company 


OF NORTH AMERICA. 


Cash Capital and Surplus, $260,000.00 
General Offices, DETROIT, MICH. 


ACCIDENT, HEALTH AND PLATE GLASS 
= INSURANCE. 


Write for circulars on New Up-to-Date Accident 
and Health Policy. 


Pay 104 WEEKS for ACCIDENT: 26 WEEKS for 
e/CKNESS, and covering over 200 diseases. 


ACTIVE AGENTS WANTED. 


Cincinnati Office, - 829 Pike Bldg. 
Cleveland Office, - - 221 Hickox Bldg, 





Increase in Income 


Broadway, New York. 


Increase in Reserve 


Men of character and ability desiring permanent and profitable con- 
tracts are invited to address the Company at its Home Office, 5, 7, 9, 11 


‘The American Union Life Ins. Co 


OF NEW YORK. 


| M. M. BELDING, President. 
| JOHN NAPIER, Secretary. 


PERCENTAGES OF INGREASE DURING 1898. 


NE DE an 5c a cad ukabe abet sencennscbeiGhes anes e¥e 5 per cent. 
Increase in Insurance in Force .............. seeeeeeees 28 


CHAS. S. WHITNEY, Vice-President. 
MOORE SANBORN, Supt. of Agencies. 





Standard Mutual Fire Insurance Companies. 


1876. 1899. 


STRONGER AND BETTER THAN EVER. 





1846 


ae 


TheON|O MUTUAL Western Mutual 


FIRE INSURANCE CO. 
OF SALEM, O. 


An Agency Company Coufined to Ohio. 


“MAXIMUM SECURITY—MINIMUM COST.” 





CHARTERED 1851. 


Richland 


Mutual Insurance Company, | 


MANSFIELD, OHIO. 
DIRECTORS : 


N.S. Reed, J. W. Jenner, W. W. Cockley, | 
J.C. Larwill, G. A. Clugston, A. C. Cummins, 
H. R. Smith, H. C. Hedges, J. A. Rigby. 


Assets, $1,600,000.00. 
HW. R. SMITH, Pres’t. 


W.R. ROSS, President. 
J. R. VERNON. Secretary. | 


R. SMITH, Sec’y. 





FIRE INSURANCE CO. 
OF URBANA, O. 


WRITES OHIO BUSINESS ONLY. 


Premium Notes $405,963.00. Net Cash Surplus $18,940.97. 


E. T. O*7KANE, Ass’t Secretary. 





| Ineorporated April 17, 1876. 


Began Business October 2, 1876. 


THE CENTRAL MANUFACTURERS 


MUTUAL INSURANCE CoO. 


VAN WERT, oO. 


Liability of Members to Assessment. $341,435.10. 
Total Cash Assets $108,618.32. 


Net Cash Surplus 860,086.93. 





H. V. OLNEY, Pres. 


~ C. A. ROSS, Secretary. | 


F. W. PURMORT, Sec’y and Treas. 


1899 | 


J. W. WAGNER, Pres. 


J. M.Cook, Sec’y. 
_ TWENTY-FIVE YEARS OLD. 


THE MANSFIELD 


MUTUAL FIRE INSURANCE CO. 


|\OF MANSFIELD, OHIO. 


| 
} 
| 
| 
| 
| 


Premium Notes, $500,139.00. 
Net Cash Surplus $23,575.91. 


Transacts an Agency Business in Ohio. 








Nineteenth Annual Financial Statement 
OF THE 
Manufacturers’ & Merchants’ Mutual Insurance Co. 
ROCKFORD, ILLINOIS. 


H. W. PRICE, PRESIDENT. F. F. WORMWOOD, TREASURER. 
GEO. B. KELLEY, vice-rres. GEO. W. CARSE, secreTanrY 


epee 1, 1899. 


¢ GREOL TS 

ASSETS (Ssehiasicae’ 353,466.60 
$419,968 0S 

Surplus above all Liabilities $370,312 3 

Net Cash Sarplas, $17,045.61. 

Losses paid since organization “corrected” $748,489 45 
Scrip Dividend paid since organization. 8,952 84 
Cash Dividend paid since organization 94,964 2 
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PROVIDENT LIFE AND TRUST CO. 


OF PHILADELPHIA. 


INSURANCE IN FORCE, - -* -* «+ $122,735,550.00 
eh os 2 eo BA pee Se) 37,395,017.01 


VIDENCE of the skillful and faithful management of this Company is found in its 
E exceedingly low expense rate, and the remarkably favorable rate of mortality. 
For the full period of its existence, the death rate has been only .61 of the rate indica- 
ted by the authoritative tables. 

“The Provident Life and Trust Company has been conducted in accordance with 
the idea that Life Insurance is a sacred trust, and the best management that which 
secures permanence, unquestioned safety, moderate cost of insurance, fair and liberal 
treatment of policyholders, and which best adapts plans of insurance to the needs of 
the insurer. That the Company has not been excelled in accomplishing these results 
is matter of record. 


Correspondence with Agents solicited. 
WILLIAM D. YERGER, Gewerat Acent Western Ono, 
METHODIST BOOK CONCERN BUILDING, CINCINNATI, OHIO 


S. S. SAFFOLD, Generar Acent Eastern Onto, 
706-710 GARFIELD BUILDING, CLEVELAND, OHIO. 


| FRED. RAUH & CO., Agents, - . 


The Largest Fire Insurance Company in Germany. 
| Transacts a Fire Business only. 


Established 1844. 


Magdeburg Fire Ins. Co. 


OF MAGDEBURG, GERMANY. 
P. E. RASOR, United States Manager. AD. DOHMEYER, Ass’t Manager. 


FREDERIC P. OncorT, President Central Trust Co., of New York. 
ERNST THALMANN, of Ladenburg, Thalmann & Co., Bankers, New York. 
WILLIAM ALLEN BUTLER, of Butler, Notman, Joline & Mynderse, Coun- 
sellors-at-Law, New York. 
GEORGE G. WILLIAMS, General Agent, 
912 New York Life Building, 171 La Salle St., CHrcaco, Int. 


| HARRY E. EVERETT, Special Agent, 


Ohio, Indiana, Michigan, 171 La Salle St., Cu1caco, ILL. 


CINCINNATI, OHIO. 





me Western and Southern Life Insurance Company, 


OF CINCINNATI, OFtrtoO. 


PAID-UP CAPITAL, - - - - - 


FRANK CALDWELL, President. 
W. J. WILLIAMS, Secretary. 


ANDREW M. SWEENEY, SAMUEL QUINN, 


WILBUR S WYNN, 
President. V.-Pres't & Supt. of Agts. 


Secretary and Actuary. 


THE STATE LIFE INSURANGE COMPANY, “iscsrsp ina: 


The largest and most progressive Old Line Company in the world for its age. 


Insurance in force December 31. 1898 d $17,049,000 
Surplus over all liabilities, saved out of the business 116,247 
Deposit with the State of Indiana for the protection of all its policy-holders 165,000 


No other Company can furnish as great a record for its first five years 


The State Life Insurance Company is incorporated under the new legal reserve 
compulsory deposit law of Indiana, which is acknowledged by the best insurance 
authorities to be the most complete law for the protection of the policy-holder ever 
enacted in this or any other country. 

Under this law the Company is required to maintain the full legal reserve on all 
its policies, according either to the American Experience Table of Mortality and 4 
per cent. interest, or the Actuaries’ Table and 4 per cent. (the highest legal standards 
recognized), and to deposit with the Auditor of State in certain prescribed securities 
annually an amount equal to such reserve ; thus it safeguards the funds contributed 
oe first, by defining the class of securities they shall be invested in 
and second, by requiring that the State Department shall be the Custodian of the same 

The Company issues all forms of life and endowment insurance, annuities, guar- 
anteed installment and investment bonds, with loan, cash and paid-up values, exten- 
sions, etc. New and desirable territory for capable men. Contracts direct with the company. 


$100,000.00 


k= GOOD LIVE AGENTS WANTED. 


Mutual Reserve Fund Life Association 


FREDERICK A. BURNHAM, presioenrt 


Mutual Reserve Building, New York City. 





—— 


INCOME DURING 1898, . . . ° . $6, 134,327.27 
DEATH LOSSES PAID, 189s, ° ° . : $3.887.500.95 
TOTAL PAID MEMBERS, 1898, . . ° ° $4,584,095. 12 


—_——e 





Total Death Losses paid by Mutual Reserve Fund Life Association 
since organization, over 


THIRTY-SEVEN MILLION DOLLARS. 


™ Massachusetts Mutual Life Insurance Co." 


INCORPORATED 1851. 


Assets Jan. 1, 1899, $22,035,448.27. 


JOHN A. HALL, President. 


Liabilities, $20,075.945.11. 
Definite paid-up and cash surrender values written in every policy. 


CINCINNATI OFFICE: 201 Johnston Building. - 


Surplus, $1,959,503.16. 


HENRY M. PHILLIPS, Secretary. 
F. C. CROSS, Manager. 





The Best The Best 





Pj 


Policies, (we 
licies a RE nl Ind 6A 


OF NEW YORK. 


Commissions, 


ACTIVE AGENTS WANTED. 


KIMBALL C. ATWOOD, SEc’y, 


256 and 257 Broadway, - NEW YORK. 
ASSETS, over 


BG00,000 
Surplus to Policy holders. 


275,000 


.. CONSULT .. 


THE 


INSURANCE DEPARTMENT 


». THE GLOBE COMPANY 


CINCINNATI, O., 










IF YOU WISH TO OPERATE 
THE CLERICAL WORK IN 
YOUR OFFICE ON 
MODERN BUSINESS 
PRINCIPLES. 
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ROLLA V. WATT, Megr., 
For 





SAN FRANCISCO, CAL. 


Pacific Coast Department—California, Oregon, 
Washington, Utah, Idaho and Arizona. 





JNO. TENNEY, Mer., 
R. EMORY WARFIELD, & 


For 


Columbia, West Virginia. 


36 Walnut Street, 


ss’t Mer. 


Pennsylvania, New Jersey, Delaware, Mary- 
land, Virginia, N. Carolina, Dist. of 


ROYAL INSURANCE BUILDINC, 
PHILADELPHIA. 





JOHN H. Law. 


LAW BROTHERS, Mgrs., 
Fo 


kota, Nebraska, Colorado, Wyoming 





169 Jackson Street. 


GEORGE W. LAW. 


Western Department — Illinois. Ohio, Indi- 
ana, Michigan, Iowa, Kansas, Missouri, 
Minnesota, Wisconsin, N. Dakota, S. Da- 


ROYAL INSURANCE BUILDINC, 
CHICAGO. 








es2e 


The Largest 
Insurance Company 
in the World 


eve 


“The Leading Fire Insurance Company of the World.” 


FIRE —— TORNADO. 


ROYAL 


Insurance Company. 
CHARLES H. LAW, 


South-east Cor. Third and Walnut Sts. 





THE STATE OF NEW YORE. 


E. F. BEDDALL, Mgr., 
G. M. COIT, Ass’t Mgr., 


For 


ROYAL INSURANCE BUILDING. 
5¢ Wall Street, NEW YORK. 





GEORGE P. FIELD. 


Massachusetts,Connecticut, New Hampshire, 


— 
E. B. COWLES, 


FIELD & COWLES, Megrs., 
For 


Rhode Island, Vermont, Maine. 


85 WATER STREET, 
BOSTON, MASS. 





MANACER ——..neeumm,. 
CINCINNATI BRANCH. 





JNO. B. CASTLEMAN. 


BARBEE & CASTLEMAN, Mers., 
For 


Southern Department — Kentucky, Tennes- 
see, Georgia, Florida, South Carolina, Ala- 
bama, Mississippi, Texas. Arkansas, Lou- 
isiana, Oklahoma, Indian Territory. 


A. G. LANGHAM. 
BRECKINRIDGE CASTLEMAN, 


LOUISVILLE, KY. 

















ADddh RARER OR 


CONDENSED STATEMENT FOR 


Income . . 
Disbursements’ - 
Assets, December 


31, 1898 


Reserve Liabilities - - 


‘Spay tae 55,006,629.43 
35,245,088.88 


vrvvy 


ompany 


seas’ 


ene 


OF NEW YORK 





+. - # 283,058,640.68 RICHARD A. McCURDY, 
Contingent Guarantee Fund - : : - 42,238,684.68 President 
Dividends Apportioned for the Year - - 2,220,000.00 
Insurance and Annuities in Force - - - 971,711,997.79 ese 








C. B. SHOVE, President. 





S REPRESENTED IN ALL THE 
PRINCIPAL CITIES OF THE . . 





THE 2 
(INCORPORATED BY THE STATE OF NEW YORK) 


“The Leading INDUSTRIAL INSURANCE COMPANY of America,” 
UNITED STATES AND IN CANADA. 


THIRTY-FOUR YEARS OLD.@]--> 


Millers & Manufacturers 


Minmreapolis, Minnesota. 


F. S. DANFORTH, Secretary. 
Ohio in Charge of C. B. CORRY, Special Agent Insurance Company of the State of 


Illinois, Bellefontaine, Ohio. 
GEO. F. PENFIELD, Rockford, Illinois, General Agent for Ohio. 





Annual Statement, December 31, 1898. 





ASSETS........ 5 i $524,866.96 
Insurance LIABILITIES. 
CAPITAL Sapey & $100,000.00 
Reinsurance Reserve . $9,283 86 
Company Commissions oa Uncollected Premiums, 2,850.22 
Losses Adjusted not due . Sana §, 400.56 
Unadjusted Losses. . 15,519.00 aaa 
J. J. HUSS, Ass’t Secretary. Contested Losses. ... waned 2,500.00 $218,554.56 
Surplus over all Liabilities $306,312.40 
Losses Paid Since Organization .. .$1,182.829.86 
Dividends Paid since Organization ... 159,191.24 
— OFFICERS: 


Life 
Tnsurance 
C0., 


The Metropolitan is one of the oldest Life Insurance 


Companies in the United States. 
business for more than thirty years. 


It has been doing 
It is the most 


HE Metropolitan issues, through its 
T Industrial Department, policies for 
small amounts for all the approved 
forms of insurance—life and increasing 
endowment—especially adapted for per- 
sons of moderate means. Premiums 
from five cents per week upward. No 
initiation fee is charged; no increase 
in premiums is re- _ 
| quired. All sound | 
lives from two to sev- 
enty years of age | 
next birthday are in- 
surable. Claims are 
| paid the same day 


= ane Spprees issue. Conditions are 
h Yffice. | * = 
a Se See ee and easily understood. 


in profits; with few 





Intermediate Branch, even $5) 
cies on men and women from ages 
18 to 65, nearest birthday, premiums pay- 
able yearly, half-yearly or quarterly. 
They are in full benefit on the date of 


T= Metropolitan issues, through its 
| 


progressive Life Insurance Company in America to-day. 


A PRESENT CLIENTAGE OF OVER FOUR MILLION POLICY- 
ITS POPULARITY. 


HOLDERS ATTESTS 


Assets of over Forty-three Millions of Dollars, Liabilities of Thirty-six 


Any honest, capable, 
industrious man, who 
is willing to begin at 


Permanent, conditions and liber- 
Profitable and 4) concessions. The 
Progressive Metropolitan fur- 
Employment. nishes insurance 


that can be absolute- 
ly relied upon and at 
solow acostthat none 
need be without it. 





Millions, and a Surplus of over Seven Millions of Dollars 
Demonstrates its Financial Stability. 


The Payment of over Two Hundred Death Claims Daily 
Tells of the Cood it Does. 


insurance in Force of Nearly $700,000,000 Attests its Creatness and 
Favor with the Public. 


the bottom and acquire 
a complete knowledge 
of the details of the business by diligent study 
and practical experience can, by demonstrating 
his capacity, establish his claim to the highest 
position in the field. It is within his certain| 
reach. The opportunities for merited advance- 
ment are unlimited. All needed explanations 
will be furnished upon application to the Com-| 
pany’'s Superintendents in any of the principal 
cities,or to the Home Office, 1 Madison ave.,N.Y.| 








Joun R. HEGEMAN, President. 

HALEY FISKE, Vice-President. J 
GEOKGE H. Gaston, Second Vice-President. 
GEORGE B. WOODWARD, Secretary. 

J. 
JAMES M. CratG, Actuary. 

JAMES S. ROBERTS, Ass't Secretary 
STEWART L. WooprorD, Counsel. é 
THoOs. H. WILLARD, Chief Medical Examiner 


J. THompson, Cashier and Ass’t Secretary. 


poli- 


AGENTS 
WANTED! 


plain and simple 
They participate 


HE Metropolitan issues, through its 
] Ordinary Department, policies of 
$1,000 and upward on plans adapted 

to all situations and circumstances of 
life, at rates considerably lower than 
those of other first-class companies. 
Premiums are paid yearly, half-yeafly 
or quarterly. Policies are free from re- 
Strictions as to travel and residence 
are clear, concise business contracts; 
leave nothing to the imagination; bor- 
row nothing from hope; make definite 
provision in dollars and cents, and pro- 
vide for the immediate payment of 
claims. Dividend-paying licies hav- 
ing the amount of dividend guaranteed. 














